FReNATIONAL 
| UNDERWRITER 


“J earned *11,753 
in January. ~ 


Fond du Lac, Wisconsin 
Mr. Chas. E. Becker, President February 19, 1954 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Chief: 

Since it has been my good fortune to be associated with the friendly 
Franklin I have learned to expect big production records by our company. 
In reviewing my exciting month of January 1954 which produced $512,500 
of new sales on the lives of 13 individuals I am especially aware of the fact 
that all this would not have been possible were it not for these wonderful 
exclusive Franklin plans. 

It would be interesting to review several other big months of production 
which I have had since joining the Wisconsin Division of our great 
company. The records show the following pleasing facts: 


September 1951—$168,250 Volume—with a commission earning ......$ 6,596.10 
October 1952—$943,000 Volume—with a commission earning ........$17,760.77 
September 1953—$256,000 Volume—with a commission earning ....$ 8,645.53 
January 1954—$512,500 Volume—with a commission earning $11,753.80 


Important to note is that in all of these sales listed above there has been 
no group, term, pension trust or salary savings. Each case is on an 
individual life paid for on an annual basis—and a substantial amount 
prepaid several years ; in some cases paid up in full. 


Further, I am sure you will agree that the fact of 100% persistency in 1952 
and 99% persistency in 1953 certainly is as near perfect as business could 
be. I guess we will have to admit that this is quality business. It does 
indicate to me in the most emphatic manner the very powerful appeal 
Franklin Exclusive Contracts have for the buying public. 


Needless for me to say, Mr. Becker, I am very happy to be with the 
Franklin and look forward to many more outstanding months and years 
of Franklin production. 

Sincerely, 


Leo J. Fox, Associate General Agent 


WIRAN TRILIN ILE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 
One of the 15 Oldest Stock Legal Reserve Life Compames in America 


Over a Billion Five Hundred Million Dollars of Insurance in Force 


FRIDAY, APRIL 2, 19354 


























Build More Volume 
With 
Manhattan Life 
Sales Tools 


YEARLY RENEWABLE TERM issued to Age 64. 
inclusive. Renewable to Age 65, then automat- 
ically becomes Ordinary Life. 

> Oe 
OVERWEIGHTS AND UNDERWEIGHTS .. . Our 
Height and Weight Table is very liberal. 

°@e 
SOME PLANS ISSUED TO AGE 75. 

© @e 
PROGRESSIVE JUVENILE ENDOWMENT: The dif- 
ferent juvenile policy. Ask about new Monthly 
Income feature after death of purchaser. 

A ae 
NON-MEDICAL up to and including AGE 45, 
Limits: Ages 0-35, $10,000; Ages 36-40, 
$7,500; Ages 41-45, Incl., $5,000. 

7 e@- 
ANNUITIES ... All are Participatinc. We 
offer Immediate, Deferred, Retirement and 
Temporary Types. 

°@. 
WAIVER OF PREMIUM BENEFIT included with- 
out specific extra charge in all standard policy 


issues whether applicant is a man or a woman. 
Effective to Age 60. 


| Ask us for a copy of 
“31 MANHATTAN LIFE 
| FEATURES” 


| It will bring you 
MANHATTAN up-to-date on The 
LIFE Manhattan Life’s 


FEATURES principal features. 










Our Second 


THE MAN TAN LIFE 


INSURAN GER. COMPANY 
of NEW YorK, 


Home Office: 120 W. 57th St., New York 19, N. Y. 
JUdson 6-2370 


Century 





























Pan-American Life Insurance Com- 
pany field representatives are 
among the most successful in the 
industry! 


INCLUDING: % Advanced Training Procedure 
Including: Business Insurance 


1. Group Life Insurance , 
2. Group Hospitalization for —— Trust 
Representative and Family roup insurance 
3. Disability Benefits * — & Unexcelled Sales 
4. Pension Pl ras 
see ces %& A Proven Direct Mail Plan 
Att % A Modern and Liberal 
with no Compensation Contract 


Expense to Representative 


For information Address PAN AMERICAN 


CHARLES J. MESMAN 
Superintendent of Agencies LIFE INSURANCE CO 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 





WEW ORLEANS, U.S.A. 





-— ATLANTIC =: 
——CURRENTS— 


1993... 


A Year of Solid Growth 


The annual report of Atlantic Life reveals 
the continued sound progress of the com- 
pany. Insurance in force as of December 
31, 1953 totaled $321,805,003. New business 
~ amounted to $63,134,269. 


The average size ordinary policy exceeded 

we $6,000, a new company high. The average 

ee el premium also was larger. Favorable con- 

tracts in a broad line, including life, an- 

nuities, accident and sickness and hospitaliza- 

a tion, plus unexcelled service to agents and 

tN policyowners alike, have @ssisted Atlantic’s 

, outstanding agency force in achieving this 
fine record for 1953. 


AVE AA CR DD 





ae adic INSURANCE COMPANY 
_-< - a. HOME OFFICE: Richmond, Virginia 
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NALU Trustees to 
Poll Associations 
on Location Choice 


Decision to Ask ‘Electorate’ 
Reflects National Council’s 
Request to Defer Action 


As a result of the National Assn. of 
Life Underwriters national council’s 
asking the board of trustees to hold off 
any action on headquarters location or 
site until the annual meeting in Sep- 
tember at Boston, the board has de- 
cided to conduct a preference poll by 
mail among local and state associa- 
tions. 

Such a poll would not be binding on 
the trustees. However, though they 
have the final voice in the decision on 
location and site, the trustees have in- 
dicated a willingness to heed the voice 
of the national council and presumably 
would take similar cognizance of a 
preference poll among the associations. 

In effect, this action of the national 
council at its meeting last week in New 
Orleans in asking the trustees to defer 
action, plus the trustees’ decision to 
sound out the members’ preferences, 
add up to a reopening of the whole 
question of headquarters location, in 
spite of the fact that the board on the 
Saturday before the national council 
meeting voted for the Chicago area. 
The board’s reported vote was 11 for 
Chicago, seven for the New York area, 
and none for Washington, D. C., which 
the board had picked at the 1953 mid- 
year meeting. 

The location committee, headed by 
Charles E. Cleeton, Occidental of Cal- 
ifornia, Los Angeles, meeting the day 
before the trustees made their choice, 
favored Washington by the narrowest 
possible margin over New York, with 
Chicago the first choice of nobody on 
the committee. 

Under the preferential voting used 
by the committee, the score was 13 for 
Washington, 12 for New York, and five 
for Chicago. This means that of the 
five members three voted Washington 
as first choice and New York second, 
while the other two members put New 
York as first choice with Washington 
second. All five members made Chica- 
go their third choice. 

The member associations of NALU 
will be asked to indicate their prefer- 
ences. The date by which these choices 
are to be sent to headquarters has not 
been definitely fixed but will be set 
with a view to giving the associations 
ample time for study and still get the 
answers back in time for the trustees 
to consider them carefully in advance 
of the annual meeting in September. 

One point not yet settled is how to 
evaluate the preference poll’s results— 
whether to regard each association’s 
vote as a unit or to take account of the 
approximate membership in each of 
the associations voting. However, there 
Is no compelling reason why either ba- 
Sis or a combination of the two could 





Inter-Association 
Committee Formed 
by A&H Insurers 


WASHINGTON—A committee of in- 
surance company officers representing 
seven associations of insurers inter- 
ested in A&H has been organized. It 
represents American Life Convention, 
American Mutual Alliance, Assn. of 
Casualty & Surety Companies, Bureau 
of A&H Underwriters, H&A Under- 
writers Conference, Life Insurers Con- 
ference, and Life Insurance Assn. of 
America. 

The committee includes: Millard 
Bartels, vice-president and general 
counsel Travelers; William L. Bates, 
vice-president Fidelity & Casualty; J. 
W. Crawford, vice-president Indemnity 
of North America; Jarvis Farley, sec- 
retary, treasurer and actuary Massa- 
chusetts Indemnity; Edwin J. Faulkner, 
president Woodmen Accident; W. T. 
Grant, chairman Business Men’s As- 
surance; Robert L. Maclellan, presi- 
dent Provident Life & Accident; Ray 
D. Murphy, president Equitable So- 
ciety; Clarence J. Myers, president 
New York Life; Eldon Stevenson, Jr., 
president National Life & Accident; 
R. J. Wetterlund, chairman Washington 
National, and Frazar B. Wilde, presi- 
dent Connecticut General Life. 

The purpose of the new committee 
is to discuss A& H insurance develop- 
ments and to make recommendations 
to the trade associations regarding 
them. The committee will also con- 
sider major legislation, study A&H 
insurance practices and encourage re- 
search. It will implement its conclu- 
sions with recommendations to the 
participating trade associations. 








not be used, since the poll is aimed at 
gaining insight into the views of mem- 
bers rather than being a tally which 
in itself would decide the outcome. 

With the request for the association’s 
location preference will go a copy of 
the location committee’s report and 
recommendations, the national coun- 
cil’s recommendation that action be de- 
ferred until Boston, and the trustees’ 
reasons for requesting the member as- 
sociation views on location. 
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Map Strong Appeal 
to Lift ‘Ordinary’ 
Ban in Tax Bill 


Especially vigorous efforts are being 
made to get the Senate finance com- 
mittee to modify as soon as possible 
the provision in the new tax bill that 
would prohibit ordinary life policies 
as investments for qualified pension 
trusts and profit-sharing retirement 
plans. 

Word of the proposed provisions has 
got around among employers who were 
contemplating the purchase of such 
plans and has caused many to call a 
halt until it becomes known whether 
the revenue bill’s prohibition is going 
through as written or will be changed. 
It is believed this trend can be re- 
versed if agreement to change the ban 
could be obtained quickly. 

Insurance men writing pension trusts 
and profit-sharing retirement plans 
built around individual policies are 
much disturbed about the effects of 
this provision in the bill should it go 
through unchanged. It would not only 
ruin the market for plans based on 
ordinary life but would knock out 
most of the plans already in force. 
Though the bill exempts investments 
made before March 1, 1954, this is 
taken to mean that no further premi- 


ums could be paid under existing 
plans. But even if the prohibition 
should be construed as permitting con- 
tinued premium payments on existing 
policies, the fact that no further ordi- 
nary life policies could be bought 
would throw the plan out of gear so 
badly that it is feared few employers 
would continue with such an arrange- 
ment. 

The alternative of switching to re- 
tirement income type policies, which 
are permitted under the bill’s word- 
ing, would be no solution, it is con- 
tended, for the main purpose of using 
ordinary life is to provide a more flex- 
ible funding procedure than is pos- 
sible with retirement income policies. 

(CONTINUED ON PAGE 19) 








Late News Bulletins... 








Plymouth Mutual Chartered in Pa. 
PHILADELPHIA—Plymouth Mutual Life, said to be the first new mutual 

life insurance company to be chartered in Pennsylvania in more than 30 

years, has been granted a certificate of authorization by the Pennsylvania 


department. 


According to Raymond L. Freudberg, president of the new firm, some 2,000 
individual applications, representing more than $1 million in life insurance, 
have been received and are being processed. 


R. W. Barksdale Goes with Minn. Mutual 

Minnesota Mutual Life has appointed R. Walker Barksdale general agent at 
Little Rock, Ark. For 4% years Mr. Barksdale has been with New England 
Mutual Life there. He is a navy veteran. 


McWilliams Krebs Partner in Aetna N. Y. Agency 

NEW YORK—O. A. Krebs, general agent of Aetna Life’s William Street 

agency in New York City since 1946, has taken Robert V. McWilliams into part- 

nership, the firm name being Krebs & McWilliams. Mr. McWilliams joined 
(CONTINUED ON PAGE 20) 
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Time to Study U.S. 
Reinsurance Bill 


Laud General Objectives 
But Warn of Limits on What 
Pooling of Risks Can Effect 


WASHINGTON—The _ administra- 
tion’s A& H reinsurance proposal pre- 
sents a new concept of such far-reach- 
ing importance that adequate time 
should be allowed for detailed evalu- 
ation of all its features, is the opinion 
of Assn. of Casualty & Surety Com- 
panies, Bureau of A & H Underwriters, 
and H&A Underwriters Conference. 


Speaking for these three organiza- 
tions, John H. Miller, vice-president 
and actuary of Monarch Life of Massa- 
chusetts, testified before the House 
committee on interstate and foreign 
commerce, headed by Rep. Wolverton, 
that these insurance companies strong- 
ly favor the reinsurance bill’s general 
objectives but that a number of ques- 
tions as to its actuarial results and 
detailed operations warrant very care- 
ful study. He spoke plainly on the im- 
practicability of using the reinsurance 
principle as a means of making unin- 
surable risks insurable. 

Speaking for American Life Con- 
vention and Life Insurance Assn. of 
America, Henry S. Beers, vice-presi- 
dent of Aetna Life, testified the follow- 
ing day, expressing much the same 
view as Mr. Miller. He assured contin- 
ued cooperation of the life business 
but said “more study of the proposal 
is indicated” and that since so many 
important details are yet unknown and 
therefore many uncertainties remain 
unresolved “we are not in a position 
to go on record in favor of the bill 
at this time.” 


The U.S. Chamber of Commerce, 
through E. J. Faulkner, president of 
Woodmen Accident and Woodmen 
Central Life and a member of the 
chamber’s insurance committee, voiced 
outright opposition to the reinsurance 
bill. He told the Wolverton committee 
the bill would fail to achieve its ob- 
jectives, would delegate too broad au- 
thority to the Secretary of Health, Edu- 
cation & Welfare, and by promoting 
the extension of voluntary plans to 
cover uninsurable risks would finally 
lead to federal subsidy and perhaps 
socialized medicine under compulsory 
health insurance. 

After sketching the bill’s over-all 
objectives, including diagnostic centers, 
rural medical facilities, rehabilitation 
programs, local public health promo- 
tion, and better income tax treatment 
for medical expenses, Mr. Miller 
turned to the health reinsurance fea- 
ture, saying that “as insurance men we 
are well aware of the implications of 
the decision to place primary reliance 

(CONTINUED ON PAGE 19) 
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AGH Persistency Varies Widely by Company: 
Commercial, Non-Can Show Little Difference 


In a follow-up study of 7,613 A&H 
policies Life Insurance Agency Man- 
agement Assn. could not find any 
significant difference in the persistency 
policies, but there was a tremendous 
difference of persistency among com- 
panies. The two-year persistency study 
of these policies sold in 1949 and re- 
ported in the Accident and Health 
Buyer also showed very little differ- 
ence between various types of policies. 

A&H policies proved to be more 
persistent among policyholders with 
higher incomes. This is in accordance 
with previous LIAMA findings on life 
policies sold by ordinary and combina- 
tion agents. 


Traditionally the mode of premium 
payments elected for non-cancellable 
A&H has been quarterly and 63% of 
the non-cancellable policies were writ- 
ten on this basis. However, when the 
persistency of the various modes is 
considered separately for each income 
group, the quarterly-premium non- 
cancellable and annual policies have 
the best persistency regardless of in- 
come. 

Persistency generally increases with 
the age of the insured. The most per- 
sistent policyholders are those who al- 
ready own both a life policy and an- 
other A&H policy. The commercial 
policies issued in conjunction with life 
insurance might have better persist- 
ency experience than those not so is- 
sued. As might be expected, the com- 
mercial policies placed with married 
men show better persistency than 
those placed with single ones. 


When studying occupations of the 
insured it is seen that the highest per- 
sistency occurs for the professionals, 
executives and semi-professionals in 
the two highest income groups. The 
policies sold by agents who are still 
under contract are quite consistently 
superior in persistency to those sold by 
terminators. 

With female A&H policyholders, 
some surprising things were shown. No 
significant differences were found 
when persistency of these policies was 
examined according to the policyhold- 


ers’ incomes. However, a high rela- 
tionship was found for the nature of 
duties of the insured. For all occupa- 
tion groups, annual premium policies 
have the highest persistency rate, and 
in general, persistency increases as the 
mode becomes less frequent. 

Contrary to findings for male A&H 
policyholders, ownership of life insur- 
ance appears to have little influence on 
persistency of female A&H business. 
However, female policyholders who al- 
ready own some type of A&H policy do 
show superior persistency. 





S. E. Allison to Retire; 
Life of Georgia 
V-P, Veteran Actuary 


S. E. Allison, vice-president and ac- 
tuary of Life of Georgia, will retire 
in May and open a 
private practice as 
an actuarial con- 
sultant. He plans 
to make his home 
in Florida. 

A fellow of So- 
ciety of Actuaries, 
Mr. Allison will be 
71 on May 13. He 
has been chief ac- 
tuary of Life of 
Georgia since 1944 
and vice-president 
since 1948. His ac- 
tuarial career started in 1904 with 
Canada Life, and has included wide 
experience in many phases of the bus- 
iness in the U. S., Canada and South 
America. 

Mr. Allison also at one time was 
with New York Life and for 10 years 
was vice-president of Pan-American 
Life. Earlier in his career he was ac- 
tuary for the Rhode Island depart- 
ment, and before going with Life of 
Georgia was an actuary for the Ten- 
nessee department. 





S. E. Allison 





Peoples Life Transfers David 
Elmo David, manager for Peoples 
Life in Lee and Wise counties, Virginia, 
has transferred to the home office in 
Washington, D. C. Homer L. Lowe of 
Jonesville is replacing Mr. Lee. 











MICHIGAN LEADERS at the NALU meeting in New Orleans had an op- 
portunity to discuss with NALU Managing Director Lester O. Schriver (center) 
the program of the Michigan association meeting May 21 at Flint, where Mr. 
Schriver will be a speaker. From left, Elmer Wilson, Equitable Society, South 
Oakland, national committeeman; Louis Pohl, Life of Virginia, Pontiac, imme- 
diate past president of the state association; Mr. Schriver; Harry Phillips, Sun 
Life of Canada, president of the Detroit association; and Ernest Tonkel, Ohio 
National, Grand Rapids, president of the state association. 








The above architect’s rendition shows how the Pacific National Life home 
office at Salt Lake City will look when two wing additions are completed. The 
estimated cost for the additions, which will add 28,000 square feet of office 


space, is approximately $400,000. 


Ground will be broken for one of the wings in May and completion is ex. 
pected by September. The new buildings will be structural concrete, aluminum 
and pre-cast architectural stone. The outside trim will be marble, and plans 
call for a colonnade to extend between the two wings with a plaza in the center 
and in front of the present building. The air-conditioned additions will feature 
removable steel and glass partitions that will allow for departmental expansion 
and revamping of floor space. From June of 1946 to the end of January, the 
company’s insurance in force rose from $45,595,770 to $106,142,373, and assets 


increased $186%. 











Life Company Stock 


Prices Keep Rising 

NEW YORK—The more actively 
traded life company stocks continued 
the climb that marked their move- 
ments in 1953 and for the year to date. 
The quotations given below on the 19 
most active stocks were provided by 
Shelby Cullom Davis & Co., New York 
City insurance stock and municipal 
bond specialists, as of March 31. Ex- 
cept for two stocks that held even with 
their March 2 quotations, all showed 
rises that ranged from small to sub- 
stantial. 























Bid Asked 
Aetna 110 111 
Colonial 72 15 
Columbian Natl. wees 74 76 
Conn. General 314 318 
Continental ASSUTF. .......sscseeeee 151 153 
Franklin 70 71% 
Great Southern oes 54 56 
Gulf Life 22% 23% 
Jefferson Std. 66 67 
Kansas City ........ 760 780 
Life & Casualty 25% 26 
Life of Virginia 81 84 
Lincoln National ... 250 254 
DROTUTAOTIER  sscsseicossveressscssensoyssessose 60 62 
National L.8cA. ...ccccscscssescssssessees 62 63 
Northwestern Nat. ........:ssssssee 39% 40% 
I | Miatinsactcscenirtcntcnsnccessnns 115 120 
Southwestern  nrisccrccccccccsrsssessrerees 100 105 
ED Aisi corcssacscessasiecsescsteasesvenn 1,005 1,015 
N. C. Advanced Seminar 


Scheduled for July 14-23 


The annual advanced underwriting 
seminar sponsored by North Carolina 
Assn. of Life Underwriters will be held 
July 14-23 at the University of North 
Carolina, Chapel Hill. 

Two separate programs will be con- 
ducted by the S.M.U. institute staff, 
one on business insurance July 14-16, 
and another on programming and es- 
tate planning July 19-23. Enrollment is 
limited to 50 in each course. 





Smith Cincinnati Speaker 


The three major success ingredients 
are information, inspiration, and de- 
termination, W. W. Smith, Metropolitan 
Life, Rutherfordton, N.C., told a meet- 
ing of Cincinnati Assn. of Life Under- 
writers. He said success and hard work 
go hand in hand, pointing out he be- 
gins on his debit at 7 a.m. Noting that 
half of his volume comes from busi- 
ness insurance, Mr. Smith paid tribute 
to the help he has received from the 
Gravengaard business insurance texts. 

Association past presidents were 
honored. The earliest president attend- 
ing was W. A. R. Bruehl, Jr., Home 
5 who headed the association in 
1919. 


Dominican Republic 
Requires Foreign 
Company Investments 


Most severely affected by a new Do- 
minican Republic law requiring invest- 
ment by foreign insurance companies 
doing business in that state are life 
companies, which must invest at least 
50% of the yéarly excess of premiums 
collected over claims paid. 

All told, these investments are ex- 
pected to increase to several million 
dollars, due to the passage of the law. 
They may be in the form of state or 
municipal bonds, stocks and bonds of 
Dominican enterprises doing an agri- 
cultural, industrial or real estate busi- 
ness; mortgage or collateral loans se- 
cured to the extent of at least twice 
their amount plus one year’s interest; 
in fixed-term deposits in Dominican 
banks, or in loans to policyholders, 
guaranteed by life policy reserves, to 
the extent of 20% of the prescribed 
investments. 

Foreign companies have until May 
31 to establish legal domicile in the 
republic. 


Elect at Los Angeles 

Kenneth Stoakes, Loyal Protective 
Life, was elected president of Los An- 
geles A&H Underwriters Assn. last 
week. First vice-president is Harry 
Anderson, Occidental Life; 2nd _ vice- 
president Jack Kosick, Washington Na- 
tional; secretary-treasurer, Richard 
Detwiler, National Casualty. 

Clyde Burgardt, assistant secretary 
and manager of claims for Occidental, 
talked on “Confessions of a Claim Ad- 
juster,” outlining the job of an adjust- 
er. 


Postal Life Sells 
Home Office Building 


Postal Life has sold its 18-story home 
office building at 511 Fifth avenue, 
New York City, to Max N. and Nor- 
bert Natanson. It has leased the space 
which it formerly occupied. The build- 
ing is at the corner of 43rd street. 





e C. B. Davis, Fayetteville, N.C., dis- 
trict manager for Life of Georgia, has 
been appointed to the company’s agen- 
cy committee. The agency committee, 
consisting of four home office offi 

and three field management repre- 
sentatives, functions in an_ advisory 
capacity to company executives. 
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More Details Given of NALU Debate on 
N. Y. State Industry-Associate Plan 


Because of space limitations, only a 
small part of the debate in the NALU 
national council at New Orleans last 
week on whether to permit the New 
York State association to accept dues 
from companies as “industry associ- 
ates” could be covered in last week’s 
issue. Following is a report on most of 
those who spoke for or against the plan 
and on the Chicago association’s pro- 
posed amendment to the by-laws that 
would forbid any acceptance of com- 
pany contributions by associations. 

The decision at New Orleans was to 
defer action on both the New York 
State plan and the Chicago amend- 
ment until the annual meeting at Bos- 
ton in September. Last week’s issue 
contained the first part of the remarks 
of Frank Wenner, Connecticut Mutual, 
Utica, in which he accused Chicago of 
aiming a “punitive” measure at New 
York but warned that the amendment 
would affect every association and even 
NALU itself, the latter being a refer- 
ence to company advertising in Life 
Association News. 

The amendment, he said, would em- 
barrass the whole financial program of 
NALU. It would hamper state associ- 
ations in their legislative, litigation, 
and educational work that must be 
carried on in the states, would handi- 
cap local associations, even barring 
them from accepting home office 
speakers without fee, and what he 
termed most important would tear 
down a generation of progress in co- 
operating with the home offices on 
matters of common interest to the 
agents, the companies and their policy- 
holders. 

John D. Moynahan, Metropolitan 
Life, Chicago, past president of NALU, 
said it was well that the matter was 
getting the council’s attention. He em- 
phasized that it was not initiated by 
NALU but by a state association 
“which had asked for approval of a 
direct subsidy to its general funds.” He 
mentioned that a committee of the 
board of trustees had changed some of 
the terminology and asked for an OK 
for the terminology, but with only 
about 100 associations represented out 
of NALU’s approximately 600, he ex- 
pressed the belief that all 600 should 
be fully informed and have an oppor- 
tunity to vote on such a major matter 
at the next annual meeting. Hence he 
asked that it be tabled. The vote to 
table was so close that the voice vote 
was questioned by a council member 
but a show of hands showed it had a 
majority. 

Mr. Moynahan then moved that the 
board of trustees reconsider any ac- 
tion that might be considered approval 
of the New York “industry associate” 
plan pending further action by the 
council at Boston. 

Spencer L. McCarty, Provident Mu- 
tual, Albany, executive secretary of 
the New York State association, re- 
cited a number of specific forms of fi- 
nancial help from companies that he 
contended the Chicago amendment 
would outlaw, such as complimentary 
advertising in a sales congress pro- 
gram, free use of an auditorium for 
which the company normally charges 
a fee, free meals in the company cafe- 
teria for those attending a sales con- 
gress, payment of an executive’s ex- 
penses as a speaker. 

_ He contended that the finger was be- 
ing pointed at New York for doing 


out on top of the table what many 
other associations do under the table. 
Gerard S. Brown, Penn Mutual, Chi- 
cago, brought up the “company domin- 
ation” objection to the New York pro- 
posal, saying that if Mrs. Nola Patter- 
son of Atlanta were still publishing 
her “Reveille” she would doubtless 
get out some special issues on the 
proposal to have companies pay dues 
to a state association. He said that ac- 
ceptance of company funds in any way 
imposes an obligation. If anyone had 
a rich uncle from whom he was re- 
ceiving $20,000 or so a year he would 
be likely to hesitate a long time before 
going against Uncle’s wishes, said Mr. 
Brown. 

Mr. Brown also took issue with Mr. 
Wenner’s statement that one third of 
NALU’s revenue comes from com- 
panies. He said this revenue from ad- 
vertising in Life Association News is 
shown as income to NALU in its in- 
come account but that the companies 


get their money’s worth. He contended 
that there is no better sales publica- 
tion in the industry itself, and so it 
is not a subsidy. 

“At stake are the dignity, self re- 
spect and independence of NALU,” he 
declared. “We ought to stand on our 
own feet and raise our own money.” 

L. Mortimer Buckley, New England 
Mutual, Dallas, said the Texas associ- 
ation had had a problem similar to 
New York’s and had formerly accepted 
contributions from some of the Texas 
companies, but it stopped doing this 
and was very glad it had because it was 
now in the position of having to take 
to court one of the companies that it 
used to get money from. To get more 
money the Texas association raised its 
dues to $5 and now instead of 2,200 
members it has 3,800. The association 
publishes no magazine and gets no 
advertising. It runs a sales congress 
that makes money. 

A Massachusetts delegate strongly 
opposed any change in the present by- 
laws, saying his state would be just as 
vitally affected as New York. He said 

(CONTINUED ON PAGE 18) 


Brown “Disturbed” 
by Pension Trust 
Angle in Tax Bill 


Reporting on the new tax bill as 
chairman of the federal law and legis- 
lation committee of NALU, Gerard S. 
Brown, Penn Mutual, Chicago, told the 
NALU national council last week at 
New Orleans that the bill contains a 
number of objectives that the Na- 
tional association wants. 

For example, he mentioned agents 
would be permitted to deduct business 
expenses in arriving at adjusted gross 
income, thereby being in a position to 
take full advantage of all business ex- 
pense deductions while at the same 
time being able to use the optional 
standard deduction in computing their 
net incomes. 

Another advantage for the business 
is the life expectancy treatment of an- 
nuity income and the broadening of 
the definition for “qualified employes” 
under pension plans. 

One item that he said “disturbs us” 























~ SECURITY 
FORECAST 


LNL’s new Security Forecast is 
popular with clients and agents alike. 


The 


A versatile programming sales proce- 
dure, it can readily be adapted to vari- 
ous methods of selling. 


Clients like Security Forecast be- 
cause it’s easy to understand. Agents 
like it because it helps sell the interview 
as well as the proper insurance pro- 
gram. It helps them make more money. 


Security Forecast is another reason 
for our proud claim that LNL is geared 
to help its field men. 


Lincoln National 
Life Insurance Company 


Fort Wayne, Indiana 


Its Name Indicates 
Its Character 
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Gives 13 Reasons 
Why Life Stock 
Prices Will Rise 


As more people become educated to 
the favorable record and the future 
possibilities of life company opera- 
tions, it is generally felt that the de- 
mands for life companies’ stocks will 
be greater, according to an article in a 
recent issue of Investors Reader writ- 
ten by H. L. McAllister, chairman of 
the executive committee of R. S. Dick- 
son & Co., Charlotte, N. C. investment 
firm. 

Mr. McAllister gives the following 
reasons for believing that the demand 
for life company stocks will keep push- 
ing upward: 

1. Only a limited number of com- 
panies have capital stock available to 
the public. 

2. Life insurance in force in the U. 
S. has doubled in the past 10 years, 
and almost tripled during the past 20 
years. 

3. A great volume is being built up 


by the life companies through pension 
plans, group 
accident policies, as well as life in- 
surance, which helps eliminate some 
of the insecurity generally felt among 
the American public as to retirement 
plans for the future. 

4. As a company grows in size and 
insurance in force it usually finds that 
the cost of operation is reduced, re- 


be plowed back for increased divi- 
dends to policyholders and stockhold- 
ers. 

5. Life companies pay only small 
cash dividends, which enables them to 
invest and further compound profits to 
the benefit of the policyholder and the 
stockholder. 

6. This method of paying small cash 
dividends enables the company to pay 
stock dividends or “stock splits,” some 
of which have increased owner hold- 
ings as much as 1,000% through a 10- 
year period. 

7. Interest rates on mortgages, as 
well as corporate, municipal and gov- 
ernment bonds, have been steadily 
climbing. Many insurance companies 
invest a large part of their assets in 
these securities. The earnings of life 
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M.D.R.T. since 1947, “Mack” 


President of the ONLI Honor Clubs and has 
held the same office in the C.L.U. chapter, the 
Life Underwriters, and General Agents & 
Managers Associations in Los Angeles. He is a 
dynamic speaker on life insurance selling and 
has appeared on NALU sales seminars in 
Hawaii and with the colorful Trained Seal 


Caravan of Texas fame. 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 


Cincinnati 


Wyo Salule.. 


OUR GENERAL AGENT 
FRED A. McMASTER, C. L. U. 


Los Angeles, California 


red A. McMaster of Los Angeles has been 
in the Ohio National spotlight as one of 
our most successful field representatives 
for the past dozen years. A Life Member of the 





has served as 





insurance companies should reflect 


insurance, health and these increases in their earnings over 


a period of time. 

8. The lengthening of life expectancy 
in the U. S. has been consistent for the 
past decade. Most present mortality 
tables leave wide margins in the in- 
dustry’s favor. As life expectancy 


continues to lengthen because of im- 
proved medical science, the companies 
sulting in favorable profits which can are expected to share in this feature 


substantially. 

9. The commodity dealt with by 
life insurance companies is dollars. As 
the purchasing power of the dollar de- 
clines, as a result of inflation, this 
shows no handicap to the life com- 
panies. The lower the dollar value be- 
comes, the more insurance the individ- 
ual needs to protect his family; there- 
fore, he minimizes the effects of in- 
flation. 

10. The life insurance field as a 
group has one of the most satisfactory 
labor situations in the country. The 
industry’s operational stability at- 
tracts a high-type of clerical and office 
employees. 

11. With $275 billion of life insurance 
owned by an estimated 86 million pol- 
icyholders throughout the U. S., these 
people are prospects for continued and 
additional life insurance. They com- 
prise a large segment of the nation’s 
population and, therefore, should not 
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Life & Casualty i 27,757 
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Lincoln National’ ...... 5,759,982 76,223 
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1 All securities valued at actual market value as of December 31, 1952. 
? Excludes capital gains or losses and policyholders dividends, but includes, where available, 
the estimated prepaid acquisition expenses on accident and health premiums still in force at 


the end of the year. 


3 Adjusted for stock dividends, splits, and the theoretical value of rights issued in connection 


with sales of stock. 


4 Proportionate earnings of subsidiaries included. 
7 Includes Reliance Life. 


6 Includes Pilot Life. 


be subjected under any circumstances 
to unfair legislation. Concerted action 
on the part of the policyholders coulg 
effectively curb any such attempt. 

12. The growing sale of life insur. 
ance has generated an increasing de. 
mand for the capital stock of these 
companies when it is available. The 
result of this gives the life company 
stock an active market in certain 
areas of the country. 

13. During the depths of the 1930s 
the earnings record of life insurance 
companies survived almost without ex. 
ception. The shares of the stocks of 
these companies came through the de. 
pression with an excellent record and 
have, since that time, shown probably 
more growth, which has resulted jp 
more satisfied stockholders than any 
other industry in the country today. 

Therefore it is generally felt that as 
more people become educated to the 
favorable record and the future pos. 
sibilities of these companies, the de. 
mand for stocks of the life companies 
will be greater. I feel safe in saying 
that there is no other industry in the 
country today that can show a better 
record for the benefit of shareholders 
than that of the life insurance indus. 
try. 

Investors Reader is published by the 
investment firm of Merrill Lynch, 
Pierce, Fenner & Beane. 
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5 Includes Puritan Life. 
8 Includes Southeastern Life. 








American Plan, Etc. Have 
Enlarged N. Y. Quarters 


American Plan Corporation is mov- 
ing from 44 Wall street in New York 
City to 99 Park avenue, New York 17, 
N. Y. This is the new building to be 
principally occupied by Schenley Dis- 
tillery Co. and will be probably be 
known as the Distillery Building. 
American Plan will be on the fourth 
floor and will occupy 50% more space 
than now used. The new location is 
one block from Grand Central station. 

At this address will be located also 
the administrative office of Insurance 
Co. of Delaware, of which Mark Hart, 
head of American Plan, is president. 
From this address will be carried on 
the credit life and credit A&H busi- 
ness of Fidelity Bankers Life of Vir- 
ginia. While Fidelity Bankers is en- 
tered in a few states only, an arrange- 
ment has been made with Bankers 
Security Life of New York to write 
the business in states where Fidelity 
Bankers is not licensed and also for 
writing credit A&H cover. Nearly all 
of the business written by the Bankers 
Security in these fields is reinsured in 
Fidelity Bankers. 





e Agents of Universal L. & A. of Dallas 
had record production of $1,185,765 
during the third week of March, the 
week being set aside to honor the 
birthday of Harry Brodnax, president. 





e Detroit CLU chapter heard Freder- 
ick C. Nash, Detroit attorney, discuss 
business and estate matters involving 
life insurance situations. 


New Orleans Agency 
Wins Home Life Award 


Home Life of New York’s New Or- 
leans agency, of which Frank Fried- 
ler is manager, won the 1953 agency 
building award for increase in pro- 
duction and service to planned estate 
clients, growth in agency personnel 
and general efficiency. The volume of 
business was the highest in the agen- 
cy’s history, 25% greater than the av- 
erage of the preceding three years. 

New Orleans agents who were 
among the company’s top producers 
last year are Dale Forshag, Leo C. Lob, 
Edwin J. Druilhet and Assistant Man- 
ager John W. Shenk. 

Home office men on hand included 
Chairman William J. Cameron, John 
H. Evans, vice-president and mana- 
ger of agencies, and David H. Vander- 
wart, assistant manager of agencies. 


IBM Votes to Increase Stock 25% 


International Business Machines 
Corp. has voted to recommend to 
stockholders a stock split-up by in- 
creasing the outstanding stock 25%. 
One-quarter of a share for each share 
held would be issued after May 7, rec- 
ord date. Subsequent to the stock- 
holders’ approval, the board will de- 
clare a second quarter dividend for 
1954 on the outstanding stock, includ- 
ing new shares, of $1 a share payable 
June 10 to stockholders of record May 
18. 





e George L. Martin, Houston agent for 
American H&L, has been appointed 
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LIAMA Notes Big Swing Toward Schools for 
Assistant Managers of Combination Companies 


HARTFORD--There is a _ decided 
trend toward training combination 
company assistant managers in com- 
pany schools rather than in the agen- 
cies and one of the major decisions 
which face combination companies is 
whether or not to use the school sys- 
stem, according to a report released 
by LIAMA. 

The report was prepared in the 
belief that many companies would wel- 
come an exchange of information as to 
practices and experience with such 
schools. It is based on replies from 35 
companies in three size ranges. 

The report comments that “it would 
seem that the possibility of achieving 
greater standardization and control of 
the training of assistant managers has 
had much to do with the widespread 
adoption of the school technique.” 

The report gives the situation as of 
March, 1953. The 35 companies are 
classified according to the total insur- 
ance each company had in force on 
Jan. 1, 1952. The size I companies are 
those with $800 million or more total 
insurance in force (eight companies) ; 
size II companies are those with $300 
million to $800 million total insurance 
in force (eight companies); size III 
companies are those with less than 
$300 million total insurance in force 
(19 companies). 


Most of the companies reporting 
have schools for their assistant man- 
agers: six of the size I companies, 
five of the size II companies, and 14 
of the size III companies. 

Of the 10 companies that have no 
assistant manager schools, five had 
them in the past but discontinued them: 
two because of staff shortage, one be- 
cause of negative results, one because 
it replaced them with a school for 
managers, and one company did not 
state a reason. However, six of the 10 
companies plan to initiate them in the 
near future, while four do not. 

The school is usually administered 
by a special unit set up for the purpose. 
This is the case with five of the size 
I companies, three of the size II com- 
panies and 12 of the size III companies. 

More than half of the companies 
supplement their teaching staffs with 
managers or field supervisors. This is 
done by five of the size I companies, 
one of the size II companies and 10 
of the size III companies. 


The majority of companies conduct 

schools for assistant managers at one 
level but about one-third conduct 
schools at two or more levels. By 
size of companies there are four, four, 
and eight with single levels and one, 
one, and five with two or more school 
levels. Two companies did not report 
on this point. 
Nearly all the companies have 
initiated their schools since the second 
world war. Usually the school is con- 
ducted at the home office or some 
other central site rather than region- 
ally. Home office schools are con- 
ducted by six size I companies, four 
size II companies and 11 size III com- 
panies. Only two companies run re- 
gional schools and these are both size 
III companies. 

Most companies hold one or two 
school meetings a year at the home 
office. Large companies are more likely 
than smaller companies to set require- 
ments for school attendance. Twelve 
of the size III companies impose no 
requirements. 

In two-thirds of the companies all 


assistant managers have field experi- 
ence as assistant managers before at- 
tending the school. In nearly all the 
other companies a majority of as- 
sistant managers have had such expe- 
rience. 

The size of school classes varies 
considerably among companies, even 
among companies of similar size. In 
general the smaller companies have 
the smaller number of students per 
class. None of the size III companies 
have more than 24 per class but one 
each of the size I and size II companies 
have 25 to 29 students and two in 
each of the larger categories of com- 
panies have 30 or more students per 
class. 

In most companies the assistant 
managers’ school is of one week’s dura- 
tion or less. Scheduled school hours 
per day range from five to eight, with 
more companies favoring the longer 
period. 

In the great majority of companies 
the home office pays the student’s 
travel, room and board expenses, this 
being the case with 20 companies. 


While few companies would termi- 
nate an individual solely for unsatis- 
factory school performance, several 
have a specific policy for such cases. 
For example, one company discusses 
the case with the man’s manager. 
Another reviews the course with the 
student. A third dismisses unsatis- 
factory students from the school. One 
company withholds eligibility for pro- 
motion or attendance at LIAMA 
schools until the course is satisfacto- 
rily completed. 

Most companies emphasize many 
phases of management activities in 
their school curricula. Coverage of the 
agent’s job is somewhat less compre- 
hensive and instruction in the function 
of home office departments receive the 
least emphasis. An average of all com- 
panies suggests that about 55% of 
school hours are devoted to manage- 
ment activities, about 35% are devoted 
to the agent’s job, and about 10% to 
home office departments. 

Companies make use of a considera- 
ble variety of teaching methods. In 
all but three companies the largest 
proportion of time is devoted to 
lectures. One of these three companies 

(CONTINUED ON PAGE 13) 


Insurance Week Goes Over 


Big in Oklahoma City 


OKLAHOMA CITY—The life insur- 
ance business gained a vast amount of 
publicity here last week as a result of 
an Oklahoma City Assn. of Life Un- 
derwriters project. The period was 
designated “Life Insurance Week”, . 
with appropriate proclamations by gov- 
ernmental officials, and newspaper, ra- 
dio and TV publicity was at a high 
level throughout the observance. 

Many agents in the city not pre- 
viously active in association affairs 
rallied to the cause to help make it a 
success. A fund of $1,350 was raised to 
finance the event, including contribu- 
tions from Standard Life & Accident 
Home State Life, Mid-Continent Life, 
and Bankers Security Life, all of Okla- 
homa City. 

Robert L. Birdwell, the new Okla- 
homa commissioner, was a pinch-hit 
speaker for the governor at the cli- 
maxing luncheon. 





Yheulon to Cleveland 


State Mutual Life has appointed 
Joseph J. Yheulon home office group 
representative in charge of the Cleve- 
land office. He has had 20 years’ in- 
surance experience, mostly in group. 








in 1953. 


Edwin W. Craig 
Chairman 
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IT TAKES MORE THAN FIGURES 


The year-end figures have all been published and 
most everybody reported new highs. We had some 


pretty big figures ourselves, with our best year’s growth 


But the most valuable asset of all doesn’t appear 
in the statement. 
It’s the great force of Shield Men who represent 
this Company in the Field, who themselves reached a 
new high in 1953 in sales and service. They are headed 


for another great year in 1954. 


THE NATIONAL LIFE 


and Accident Insurance Company 


Nashville, Tenn. 


Eldon Stevenson, Jr. 
President 
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Metropolitan Adds 
Group Sales Helps 


Group sales aids that have been in- 
troduced at Metropolitan as a result of 
requests made at the managers ad- 
visory council and special managers 
panel on group insurance were de- 
scribed by Vice-president Edwin C. 
McDonald at the company’s managers 
conference in New York City. 

He showed his audience a directory 
developed by the group division. It 
lists all Metropolitan group policyhold- 
ers alphabetically, geographically, and 
by industry. 

Commenting on the managers’ re- 
quest for group creditors insurance, Mr. 
McDonald said, “Perhaps you are now 
aware of the importance of this prod- 
uct. In 1950 approximately 16% of all 
the group life placed was creditors 
insurance—and in 1953 that ratio had 
risen to 25%.” 

Discussing insurance programs for 
cases with 25-49 lives, he said he un- 
derstood the interest in this area of 
group insurance because there are in 
this country an estimated 80,000 firms 
with between 25 and 49 employes, and 


these firms “represent an enormous 
untapped market.” 

Sales materials for use in these cases 
are now in the process of completion, 
Mr. McDonald said. “They are simple 
and easy to present,” he added. “The 
new plan is flexible and offers high 
benefits.” 

He assured the managers that Metro- 
politan is “working hard to persuade 
our group customers to emphasize in- 
dividual, permanent insurance in their 
publicity to employes.” 





Sees Pending Tax Bill 
as Boon to Life Sales 


SAN FRANCISCO—Federal taxa- 
tion of life insurance virtually would 
be eliminated by the proposed revenue 
act now before Congress, William R. 
Spinnay told a meeting of San Fran- 
cisco Estate Planning Council. 

Mr. Spinnay, with Los Angeles Title 
Insurance & Trust Co., said elimination 
of premium payments as a basis for 
taxing life insurance is one of the most 
revolutionary alterations proposed in 
the pending changes. He _ predicted 
that life insurance sales will experi- 
ence a phenomenal expansion if the 
act, as now written, is passed. 








qualified. 





Sixtieth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $188,000,000 to Pol- 
icyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over $82,- 
000,000 in Assets for their benefit 
..- Policies in force number 102,500 
and Insurance in force is over $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities—with 
liberal contract, and up-to-date train- 
ing and service facilities for those 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
© 


MUTUAL LEGAL RESERVE FOUNDED 1894 




















Bohne Describesthe Beneficial Standard 


Multi-Sidedness of 
Claims Operations 


Since law and medicine enter into 
the administration of an insurance 
contract, it is important to have some 
knowledge of both in order properly to 
investigate, analyze and pass judg- 
ment on a claim, Edward J. Bohne, 
Equitable Society, president of Inter- 
national Claim Assn., told the Chica- 
go Claim Assn. at its March meeting. 
Executive committee members of the 
International, meeting in Chicago, 
were guests of the Chicago association. 

To be claims man today calls for 
more than merely being a good investi- 
gator, claim examiner or administrator, 
Mr. Bohne contended. He gave several 


examples of why such knowledge is justment expense incurred of $222,329. 


necessary. 


“As I conceive it, claims men must be 
the catalyst that reconciles and merges 
the legal-medical and insurance as- 
pects of a claim to the end that a fair 
and proper disposition is made of each 
claim in the light of the intent and 
language of the contract,” he said. 
“This is not an easy task. It calls for 
fairness, honesty and intelligence in 
reporting the facts. It calls for a broad 
knowledge of law, medicine and insur- 
ance combined with thorough claim 
experience.” 

Otto V. Elder, vice-president of 
American Service Bureau, president of 
Chicago Claims Assn., was master of 
ceremonies. L. L. Phelps, who is 
vice-president of North American Life, 
executive committee chairman of the 
International association, introduced 
the speaker. 


Republic Nat'l Opens 
Oftices in Tex., Ill.; Has 


New Manager at Wichita 

Republic National has named Claude 
A. Hipps and John 
W. Hatton man- 
agers of new 
branch offices at 
Corpus Christi, 
Tex., and Decatur, 
Ill., respectively. J. 
H. Newton has 
been _ appointed 
manager at Wichi- 
ta. 

Mr. Hipps start- 
ed in insurance in 
1942 and will have 
headquarters at 
104 Bevly build- 
ing. Mr. Hatton 


_~ 


Claude A. Hipps 





has been with the company at Cham- 
paign, Ill. He will share an office at 
215 Suffern building with Republic 





J. H. Newton John W. Hatton 


National’s Illinois group manager, 
Frank Higgins. The Wichita office has 
moved to 6427 East Kellogg. 





e Gulf Life has completed construc- 
tion of a cafeteria at its home office. 
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operations and personnel of Fidelity | must pr¢ 
Interstate will continue under the di- The de 
rection of Harry T. Dozor, who is ad- London | 
vanced from vice-president to execu- in the ar 
tive vice-president. Francis, 
Samuel L. Myers, president of | covered : 
Fidelity Interstate, is retiring. he went 
As of Dec. 31, 1952, Fidelity Inter. some neg 
state had $501,499 in assets, $100,000 | safely, bi 
capital, $184,707 surplus to policy- policies v 
holders and in that year had earned | 4 fishing 
premiums of $1,143,133 losses and ad- | was caug 
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i E Bernardi 
Says Higher Persistency days late 
Often Boosts Income a 
More Than Doubled Sales caused b 
“Persistency can be every bit as im- bent =. 
portant as production,” the Chicago | 
A&H meeting of LIAMA was told by Recove 
T. H. Kirkpatrick, vice-president of | sought ©: 
Paul Revere Life. was an a 
“It is necessary to examine the ef- | failure a 
fect of lapses over a long period,” Mr. | jury in st 
Kirkpatrick said. He presented a chart | dict for I 
which covered the accumulation of | the distr 
premiums over a 20-year period and indie 4 
showed the effect of three different | 27°U¢ 
lapse rates (medium, high, and low) erred all 
on the financial results to the agent, | burden o 
general agent, and the company. The appe 
Mr. Kirkpatrick emphasized how | sion, but 
“the effect of lapses is cumulative and | superior | 
apparent only after a considerable 
period.” He took a hypothetical case of 
an agent whose 20th year income Travel. 


would be only $5,900 with 


lapse rate, whereas it would be nearly 


$11,000 if the agent had the 


rate.” He explained the only variable 


in his calculations was the 


For the general agent, he showed how 
his earnings could vary in the 20th 
year from $11,000 with high lapse to 


$25,000 with low lapse. 


The speaker said “it is unlikely the 
general agent can increase his produc- 
tion without incurring additional ex- 
pense for someone to help him. How- 
ever, he can improve his persistency 
and still maintain his production with- 
out an assistant. If the lapse rate is 
high it would be much easier for him 
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ae 


“low lapse 





lapse rate. 


Morrison | 


to double earnings by improving per- 
sistency rather than trying to double 
production.” 

Business subject to a high lapse rate Va. Blu 
produces a substantial loss to the com- File Ne 
pany, Mr. Kirkpatrick said. He illus- 
trated the effect of low and high lapse RICHM 
in one agency of the company. With | medical s 
a high lapse rate in the agency, he] plications 
showed “there is an accumulated loss| were tur 
to the company of more than $73,000 have subr 
during a 20-year period.” A low lapse Virginia ( 
rate in that agency would produce “for | mission t 
the company an accumulated gain of lows the 
$881,000 for the 20-year period.” of the cor 
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Up to Claimant to 
Prove Accidental 
Death, Cal. Court Says 


California supreme court has handed 
down a decision holding that in an ac- 
cident death claim case the claimant 
must prove the cause of death. This up- 
sets a long line of California decisions 
that it is the insurance company which 
must prove the cause of death. 

The decision came in an appeal on a 
London Lloyds travel accident policy 
in the amount of $175,000. George H. 
Francis, Los Angeles attorney, was 
covered for this amount in 1950 when 
he went to South America to deliver 
some negotiable securities. He returned 
safely, but later in the year while the 
policies were still in force he went on 
a fishing trip to the Gulf of Mexico, 
was caught in a storm and had to take 
refuge in a cave. He returned to San 
Bernardino to get some sun, and two 
days later was found dead in his car. 
An autopsy disclosed the cause of 
death to be bronchial pneumonia 
caused by a brain edema and there 
were indications that Francis had also 
suffered from a heart disease. 

Recovery under the policies was 
sought on the contention that death 
was an accident caused by motor boat 
failure and subsequent exposure. A 
jury in superior court returned its ver- 
dict for Lloyds, and this was taken to 
the district court of appeals on the 
grounds that the superior court judge 
erred in instructing the jury that the 
burden of proof was on the plaintiff. 
The appeals court reversed the deci- 
sion, but the supreme court upheld the 
superior court. 





Travelers Promotes Beach 
to Associate Actuary 


3 opis Travelers has 
promoted Morri- 








associate life actu- 


company 
and _ has 


dent and group ac- 
tuarial depart- 
ments, 

assistant 






Morrison H. Beach 


Va. Blue Cross, Shield 
File New Rate Increase 


RICHMOND—Virginia hospital and 
medical service associations, whose ap- 
plications for higher insurance rates 
were turned down early in March, 
have submitted revised applications to 
Virginia corporation commission. Per- 





air force veteran. 





son H. Beach to - 


ary. He joined the © 
in the life, acci- 


becoming | 


and excludes some of the provisions for 
additional services in the earlier ap- 
plication, provides that a medical-sur- 
gical policy could cover two or more 
operations performed during one hos- 
pitalization instead of limiting it to one 
operation. 

Dr. Richard Ackart, director of the 
associations, said figures for 1953 in- 
dicate hospital costs had gone up 8% 
and that in the first application, based 
on the first six months of 1953, he had 
estimated a 5% increase in costs. 





Bailey Replaces Dana 


Robert C. Bailey has been selected 
actuary for Equitable of Washington, 
D. C., to replace Franklin B. Dana, 
now with Wyatt Co. in that city. 

He started with Sovereign Life of 
Canada in 1934, and from 1939 to 1954 
was with Wisconsin Life as assistant 
secretary, secretary and vice-presi- 
dent. He served with the army, and is 
a fellow of Society of Actuaries. 


WHEN 49 MONTHS EQUALS 32 YEARS 


During the 49-month period from Dec. |, 1949, to 


last Dec. 31 the Provident doubled its life insurance 


in force. 


force at the end of the previous 32 years and brought 
the total to over $1,160,000,000. This achievement 
is the result of three factors: the right kind of sales 
material . . . excellent agency contracts and service... 
and the most important factor of all, the fine group 


of men and women in the field organization. 


mission to file a new application fol- 7 


lows the “without prejudice” decision | 
of the commission in turning down the | 


first request. 


The latest Blue Cross request asks 


that the present husband-wife policy, 
which the association said has not 


brought in enough income to offset the | 


hospital costs involved, be discon- 


tinued. It would be replaced with a | 


family contract, under which a couple 


would pay $4.30 instead of $3.60 a } 


month. The association further re- 
quests that policies provide for only 60 
days of hospital care a year instead of 
the present 60 days for each illness, 
that the present provision covering 
half of hospital costs between 60 and 
180 days be eliminated, and that the 
hospital stay in maternity cases be re- 
duced from 10 to eight days. 

The new Blue Shield proposal, 
which includes more modest requests 
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Hancock Stages Meet 
on Business, Education 


John Hancock sponsored an educa- 
tional-business conference at which 
100 high school educators gathered 
with businessmen to discuss training 
techniques, guidance and the relation- 
ship of school curricula to business op- 
portunities. There were panel dis- 
cussions and a dinner at which Vice- 
president Abram T. Collier was host 
and Harold B. Gores, superintendent 
of Newton, Mass., schools, was guest 
speaker. 

Ronald R. Pariseau, training direc- 
tor; William H. Easton, personnel di- 
rector, and Roger Crafts, American 
Mutual Liability’s personnel director, 
headed the panels. : 

Other panel members included 
John G. McElwee, John W. Rice, and 
Nancy E. Concannon of John Hancock. 


Hold Rally for Leaders 


Members of the Presidents’ Club of 
Woodmen Accident and Woodmen 
Central gathered recently at New 
Orleans. Among the speakers were 
Charles J. Zimmerman, managirg di- 
rector of LIAMA. © 

Club officers are Ned Johnsonson, 
Sherburn, Minn.; Elmer A. Orenosil, 
lst vice-president, Lincoln; Mary John- 
son, 2nd vice-president, Heron Lake, 
Minn.; Roy E. Stille, Storm Lake, Ia., 
secretary, and Alvin E. Coon, Eureka, 
Cal., treasurer. 





CLU’s at L. A. Hear Success Tips 


John F. Curtis, Mutual Life, and 
Charles W. Gibbs, Mutual Benefit Life, 
described sales methods that helped 
them qualify for MDRT membership 
for the first time in 1953 before a 
meeting of Los Angeles CLU chapter. 
Each credited much of their success to 
CLU training. 
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This gain equaled the entire amount in 
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Insurance Queries Examining of Union 
to Better Business Welfare Funds OK, 
Bureaus Soar Bank Deals Exempt 
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Liberty National field representatives 
are carefully trained to survey the needs 
of their insurance clients and are in a 
position to make available the many 
forms of protection offered by the 
Company. To them and their associates 
must go the credit for an outstanding 
achievement in 1953 — an increase of 
$57,401,784 in insurance protection in 


force to a new high of $879,940,036! 


LIBERTY NATIONAL LIFE 
INSURANCE COMPANY 


BIRMINGHAM, ALABAMA 
FRANK P. SAMFORD, PRESIDENT 













@ United Life —a pioneer 
in the ‘combination policy,” | 


now offers non-can Accident- | 
Sickness - Hospitilization — 
separate from Life insurance! 


Fer particulars write WM. D. bMaktER, é 
Vice President and Agency Maneger 
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NEW YORK—Assn. of Better Busi- 
ness Bureaus in its report on 1953 ac- 
tivities shows that the number of calls 
made on the 97 better business bureaus 
regarding insurance matters increased 
23.3% compared with 1952. This was 
6.1% of all calls relating to all busi- 
nesses, compared with 5.6% in 1952, 
and placed insurance third, compared 
with third in 1952, fourth in 1951 and 
second in 1950. Home appliances were 
first in 1953 and construction second. 

The number of complaints for life 
insurance in 1953 was 14,141, com- 
pared with 1,562 in 1952. The number 
of inquiries was 28,095, against 29,- 
680. However, it is pointed out that 
many of the complaints classified as 
life arose from A&H activities of in- 
surers with “life insurance” names. 

In the health, accident and medical 
field complaints totaled 3,162 com- 
pared with 3,315; inquiries were 43,290 
against 38,118. 

The vast majority of complaints are 
not justified. Perhaps 90% fall into this 
category and arise from misinforma- 
tion and misunderstanding. However, 
queries constitute a good index of con- 
sumer interest in and attitude toward 
a particular field. 

The BBB report is that the num- 
ber of calls dealing with insurance, 
which has increased at an accelerat- 
ing rate in recent years, is going up 
more rapidly since Jan. 1. 

The record for the three years pre- 
ceding 1952 shows the total number 
of insurance calls and the percentage 
that number bears to the total, as fol- 
lows: 1949, 53,598, 5.3%; 1950, 65,224, 
5.5%, and 1951, 80,467, 5.6%. The num- 
ber of bureaus reporting, beginning 
with 1949, was 77, 82, 92, 95 and 97. 

The program of BBBs for participa- 
tion of insurance companies in the 
costs of handling the increasing load 
of calls, which previously was being 
carried out on a national basis, now 
is emphasizing regional and local par- 
ticipation by insurers, especially where 
insurers, as many of them do, oper- 
ate on less than a nationwide basis. 

The demand for the booklet on Facts 
You Should Know About A&H In- 
surance, which was prepared by the 
bureaus, exceeds that for any other 
title previously published in the series 
of 25 booklets on consumer subjects. 
In its first three weeks, the A&H book- 
let exceeded the full year’s distribu- 
tion of all other titles except those on 
schemes, clothing, life insurance, buy- 
ing or building a home, and legal 
problems. 

The A&H work now is in its second 
large printing. Orders have been stead- 
ily increasing from BBBs, insurance 
firms, and personnel departments of 
companies with employe reading rack 
programs. It is estimated that half a 
million copies will be distributed in 
the next six months. Many insurers 
are placing bulk orders for public 
service distribution. 





Pru Employes Profit 
by Suggestion System 


Awards totaling $61,508 were made 
by Prudential in 1953 to employes sub- 
mitting approved job simplification or 
time saving suggestions. This brings 
the total paid since the system’s inaug- 
uration in 1914 to more than one-third 
of a million dollars. About one-third of 
the suggestions submitted are approv- 
ed. The top suggester in 1953 received 
$2,500. 


Gov. Dewey signed the New York 
bill which empowers the superintend- 
ent of insurance to examine union wel- 
fare funds “as often as he deems jt 
expedient, but at least once in every 
five years.” The law also provides that 
such funds must keep accurate records 
of books and accounts in conformance 
with generally accepted accounting 
principles. 

However, if the union welfare fund 
is a “corporate trusteeship,” subject to 
the supervision of the state superin- 
tendent of banks or the federal con- 
troller of the currency and if either of 
these officials conducts an examina- 
tion, it need not be examined by the 
insurance department. 

Exemption of funds which are prin- 
cipally self administered and for 
which banks act as trustees is regarded 
by some as a weakness in the powers 
of examination granted the insurance 
department. It may be that they will 
become subject to insurance depart- 
ment supervision when, after a year of 
investigation, legislation is expected to 
be introduced to give the department 
supervision over such funds. Present 
legislation is an interim measure, de- 
signed to give the insurance depart- 
ment authority to investigate and find 
out the facts on which legislation will 
be based. 

The supervision and even the ex- 
amination performed by the insurance 
department is regarded as consider- 
ably more stringent than either super- 
vision or examination by the banking 
department. Considerably higher 
standards are imposed by the insur- 
ance department. The banks and trust 
companies, for example, take no re- 
sponsibility for such funds being actu- 
arially sound. 

However, unless the insurance de- 
partment were to acquire authority to 
supervise the exempted funds, the 
limited right to examine might put it 
in the embarrassing position of plac- 
ing a stamp of approval, “examined by 
the department,” on funds which did 
not meet the standards it imposes when 
it supervises. This could be misleading 
to the rank and file members of such 
funds. 

Those in the business who sell in- 
sured plans believe that where a dif- 
ferentiation between funds exists, and 
their plans come under the strict su- 
pervision of the insurance department, 
they can use that fact as a mark of 
quality to sell, and union and employ- 
er leaders can use it as a guarantee to 
fund member that their fund is of 
sound, even superior quality. 





Paul Revere Life Names 
Sallaway and Dr. Lamb 


Paul Revere Life has established a 
Canadian disability underwriting de- 
partment at Hamilton under Dennis C. 
Sallaway, and has named Dr. Ewart T. 
Lamb medical adviser. 

Mr. Sallaway has been at the com- 
pany’s home office for three years. 
Dr. Lamb interned at Hamilton Gen- 
eral hospital and during the last war 
served with the Royal Canadian Army 
Medical Corp. 





e The Griffin, Ingram & Pfaff agency 
of Equitable Life of Iowa at Chicago 
was honored at a dinner there at which 
Ray E. Fuller, agency vice-president, 
acted as host. The agency led the com- 
pany in 1953 with production of $5,- 
238,695. 
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LUTC Luncheon 
Speakers Tell of 
Courses’ Value 


Two enthusiastic apostles of LUTC— 
one an instructor and the other a grad- 
uate—addressed the NALU-LUTC 
luncheon during the midyear meeting 
of NALU at New Orleans. 

Clyde Connaughton, Metropolitan 
Life, Shreveport, La., gave some point- 
ers on how to build LUTC classes of 
the size they should be, and Tom 
Flournoy, Jr., New York Life, Macon, 
Ga., told how he had been helped to 
Million Dollar Round Table member- 
ship and other goals by taking LUTC 
courses. 

Richard N. Lewis, manager of Great 
National Life at Austin, Tex., and vice- 
president of LUTC, presided. President 
Robert C. Gilmore, Jr., of NALU spoke 
briefly, welcoming the group, and 
stressed the fine cooperation that has 
always existed between LUTC and 
NALU. 

For Mr. Flournoy the LUTC course 
of study was the first step to the MDRT 
and to the CLU designation. In 1949 
he had been in the business 11 years 
but was doing only moderately well. 
He enrolled in an LUTC class and as 
part of the five-year plan that is re- 
quired of all students he decided on 
three goals: graduate from LUTC, get 
his CLU designation, and make the 
Million Dollar Round Table. He be- 
came a life member of the MDRT in 
1952 and also graduated from the 
LUTC, and the following year got his 
CLU designation. He gives the LUTC a 
major part of the credit for his MDRT 
qualifications in that it motivated him 
to do the things he could have done 
earlier but somehow never did. 

Mr. Flournoy said LUTC and CLU 
make it possible for a man to realize 
his full potential and he urged his audi- 
ence, no matter how long they had 
been in the business, to let this pro- 
gram work for them in their own busi- 
ness lives. 

Mr. Flournoy said he was particu- 
larly helped in qualifying for the 
MDRT by talking with professional 
men—mainly doctors—on a_ business 
insurance program, getting the doctor 
to see himself as a business man. For 
example, he has accounts receivable 
that will probably shrink to almost 
nothing should he die. His business 
should provide business insurance to 
cover this shrinkage, and in other ways 








Southern Union in New 


Home Office: Names Two 
Southern Union Life of San Antonio, 

which is moving into a new home of- 

fice at 3107 Broadway, has named 
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M. C. Christopher vice-president in 
charge of the home office, and has 
elected Clayton B. Thompson, San An- 
tonio attorney, to the board. 

Mr. Christopher has been with an- 
other San Antonio company for 14 
years, most recently as assistant sec- 
retary and statistician. His brother, 
H.C. ‘Christopher, is vice-president of 
American Hospital & Life. 

n keeping with the company’s 
name, its new home office is of the 
old southern colonial type structure. 


XUM 


replace the value of the business to his 
family if death should occur. It should 
also take care of his retirement pro- 
gram. 

Mr. Connaughton said there are three 
main reasons why a city has no LUTC 
class or at best a small one. 

1. The leaders in the local association 
have not put forth the proper effort. 

2. The time for the class is wrong. 
But, he said, “if you knew the impor- 
tance of this course you would take it 
if the only time for the class was 2 
a.m.” 

3. Lack of participation of general 
agents and managers. Active partici- 
pation by the agency head “will cause 
your men to enter these classes for 
further training,” said Mr. Connaugh- 
ton. 

The only possible conclusion, he said, 
is that an agent failure because of lack 
of training is not the company’s re- 
sponsibility but that of the manager or 
general agent an above all of the agent 
himself. 

“The LUTC enables us to throw away 
the crutch we have been leaning on 
to explain our failures,” he said. “It 
gives our policyholders more, through 
our increased knowledge and ability 
to serve.” 


AMERICA’S 


Boston Leads in Gain 
in Sale of Ordinary 


Of the large cities, Boston had the 
greatest percentage increase in ordi- 
nary sales for February with 25, and 
also led the year to date with 12. Per- 
centage increases and decreases for 
the month and year respectively for 
other cities were Chicago, 11 and 6, 
Cleveland, 0 and 5, Detroit, 3 and 1, 
Los Angeles, 6 and 3, New York City, 
3 and -1, Philadelphia 0 and 2, and 
St. Louis, 18 and 9. oe 





Nebraska Actuaries 


Stage Omaha Rally 


Dale Gustafson, United Benefit Life, 
and L. B. Webster, Lincoln Mutual, 
set off discussions on fund accounting 
and a review of significant items in 
annual statements at the first of two 
spring meetings of the Nebraska Ac- 
tuaries Club, held in Omaha. The sec- 
ond meeting is scheduled for May. 

The club, organized last fall, now 
has a membership of about 25 Lincoln 
and Omaha actuaries. Arthur W. Lar- 
sen, United Benefit Life, is president. 


To Give U. of Conn. 
Insurance Lectures 


University of Connecticut’s school of 
business administration lecture series, 
made possible through a grant from 
New York Life, will include talks on 
April 15 by Dr. Brent N. Baxter, di- 
rector of agencies research, Prudential, 
who will speak on trends in company 
research; April 26 by Harold A. Lach- 
ner, Metropolitan actuary, speaking on 
trends in weekly premium life insur- 
ance; and May 13 by Raymond C. 
Johnson, New York Life’s vice-presi- 
dent in charge of agency administra- 
tion, on careers in life insurance sales 
and sales management. Dr. S. S. Hueb- 
ner, president emeritus of the Ameri- 
can College, spoke at the first lecture. 





e Robert A. Brown has been appointed 
assistant brokerage manager at Wash- 
ington for Occidental Llife of Califor- 
nia. He has been with the company for 
about a year. 





e National Life & Accident’s South 
Bend, Ind., office figured in a $200,000 
fire which gutted a three-story build- 
ing, in which one fireman died and 
four were hospitalized. 
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VER since the farmers of Lexington and Concord 
fired the shot heard ’round the world, the preserva- 
tion of our American way of life has been everybody’s 
business . . . doctors, lawyers, merchants, even Indian 


chiefs. 


But largely, the business of helping American families 
to plan financial security for the future has been the 
job of a select group . . . namely, the 197,000 life under- 
writers in the United States today. Like the Minute Men 
of Revolutionary days, life underwriters are the home- 
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front guards of this jet-propelled age, men and women 
trained and skilled at helping families plan their finan- 
cial independence and security. 

Thanks to their efforts in awakening breadwinners to 


the need for life insurance protection, some 88,000,000 


economy strong. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


Americans today can be sure of a bright tomorrow. They 
have life insurance totalling $277 billion . . . a backlog 
of protection that will help make them financially 
independent, and in so doing, help keep America’s 
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Union Central Has rates not in excess of 170% mortality. Jefferson Standard N.Y.C. Brokerage Office 


Underwriting Changes 

Union Central Life has made several 
improvements in underwriting regula- 
tions, including introduction of new 
military risk rules. The latter grant 
full world-wide aviation coverage, in- 
creased amounts to commissioned of- 
ficers over age 35, and to non-commis- 
sioned officers, insurance to enlisted 
men and coverage for paratroopers, 
airborne infantry and submarine per- 
sonnel. 

Substantial reductions have been 
made in charges for waiver of pre- 
mium disability benefits and also for 
benefits under juvenile policies pro- 
vided the payor dies or becomes dis- 
abled before age 21 of insured. 

Advance premiums will be dis- 
counted at 24%%, instead of 2% as 
formerly. Any such premiums with- 
drawn before earned will be dis- 
counted at 3%. 

Term policies now will be issued on 
a substandard basis when applicant 


Previously this provision related only 
to term to age 65 and insured income 
plans and to the family income rider. 
The liberalization now permits issue 
on a substandard basis of 5, 10, 15 and 
20 year term policies, either convert- 
ible or non-convertible, and reducing 
term policies. 

The age at which waiver benefits to 
female risks will be considered has 
been lowered to 15. 





Has New Creditor Cover 


General American has added con- 
tributory creditors group life to the 26 
types of group coverage previously of- 
fered. The company has for many 
years been offering non-contributory 
creditors group life. 





e Harold Kasche, Aetna Life, and 
Harold Bowes, Phoenix Mutual, at a 
meeting of Milwaukee Life Managers 
were the leaders of a discussion on re- 
cruiting and getting new men into pro- 
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Resists Claim on 
‘Drowned’ Policyholder 


DUNN, N.C.—Jefferson Standard 
Life is resisting a death claim by Mrs. 
Albert Jernigan on her husband, a 
local merchant who was reported to 
have drowned last August. The com- 
pany’s lawyers contend that Mr. and 
Mrs. Jernigan and other members of 
the family “engaged in a well-laid and 
well-conceived plan for Mr. Jernigan’s 
disappearance.” 

Other companies, which with Jeffer- 
son Standard wrote policies totaling 
$280,000 on Mr. Jernigan, are asking 
that the policies be voided on the 
grounds that he made false statements 
in his applications for insurance. 

Jefferson Standard contends that Mr. 
Jernigan for some months prior to his 
reported drowning had begun a pro- 
gram calling for a large amount of 
insurance, particularly during the 
period from June to just before his 
disappearance. The company claims he 
had established the practice of paying 
his premiums late until just before 
the “drowning”, at which time he paid 
the premiums in advance of their due 
date. 





Sues Company in Idaho 


Misrepresentation Squabble 


i BOISE, IDA.—National Old Line 
Life of Little Rock and its president, 
W. E. Darby, have been named defend- 
ants in a $60,940 damage suit filed in 
federal court here by Wayne Eubanks, 
a National agent at Nampa, Ida. 

Mr. Eubanks alleged Mr. Darby “‘de- 
liberately testified evasively and in 
some respects falsely” at an insurance 
department hearing on sales _ tech- 
niques of Eubanks and other company 
agents in Idaho. Eubanks claimed he 
had been deprived of his livelihood and 
damaged in his reputation. He and 
other agents have been ordered by 
Commissioner O’Connell to show cause 
why their agent licenses should not be 
revoked. Two of them, Allen Gold- 
smith and Larry Evans of Boise, ap- 
peared before the commissioner last 
week and he took their cases under 
advisement. 

O’Connell’s finding that the agents 
had “used sales methods which were 
neither authorized, permitted, nor 
condoned” by the company was based 
merely on testimony of Mr. Darby, ac- 
cording to Mr. Eubanks. 

Mr. Eubanks said that if Mr. Darby 
had _ testified “unequivocally and 
truthfully, his testimony would have 
clearly revealed that the company con- 
ceived and promulgated...the sales 
techniques criticized.” 

The agents were criticized for their 
sales presentations of a policy under 
which a person outliving the 20-year 
pay period would receive the value of 
the policy and still be insured. 


Miller Succeeds Buckingham 


C. Max Miller has been named man- 
ager of the mortgage loan department 
of Central Life of Iowa. He succeeds 
Ray E. Buckingham, who after 20 years 
with the company has joined Western 
American of Phoenix. 

Mr. Miller has been with Central 
15 years, and formerly was purchasing 
agent. 








New Brotherhood Mutual Policy 


Brotherhood Mutual of Indiana has 
introduced a new policy which offers 
full return of premiums to age 60 at 
which time it matures for face value 
as an endowment. Certain conversion 
options are available after 20 years, 
and again on maturity at age 60. 

The company now also will accept 
advance premiums, up to the face 
amount of the policy, paying 24% 
compound interest. 


of Conn. General is Fifty 


Connecticut General’s John street 
brokerage agency, the first agency set 
up in New York City solely for pro. 
viding life insurance service for the 
broker, is celebrating its 50th anni. 
versary. In 1912 the agency introduced 
accident insurance and now has the 
company’s largest A&H account. In 
1913 it added group insurance and now 
ranks among the company’s leaders in 
group. Recipient of Connecticut Gen- 
eral’s oustanding agency award for 
1952, the agency had a 26% increase 
during 1953. C. W. Sabin, who joined 
the company in 1933, is manager. 





Employes of Gulf Ins. Co, 
Have Deductible A&H Cover 


A select number of employes of 
Gulf Ins. Co. of Dallas have been coy- 
ered under a $50 deductible group 
A&H policy issued by Occidental of 
California. 

The plan calls for a maximum bene- 
fit of $5,000 for each insured employe 
or dependent, with the first $50 of 
medical expenses paid by the employe. 
So far only a small group of Gulf em- 
ployes are under the plan, which is 
in its trial stage, and may be expanded 
to others in the near future. Mean- 
while, other Gulf workers are covered 
by a conventional group plan. 





e Louis DeV. Day of Summit, N. J, 
late general agent of Mutual Benefit 
Life, had an estate of $248,518, left in 
trust for his widow, Mrs. Meta M. Day. 





e Gene A. Bridger has been selected 
to replace Gregory T. Bryant as man- 
ager at Marion, Ind., for Prudence Life 
of Chicago. 
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Tells Mutual Benefit 
Expense Control Plan 


Employment of the law of averages 
is an important factor in reducing oper- 
ating costs, James P. Moore, comptrol- 
ler of Mutual Benefit Life, told the 
Society of LOMA Graduates meeting 
at Newark. 

Mr. Moore presented his company’s 
present billing procedure, which was 
developed after an unsuccessful at- 
tempt to adapt other companies’ meth- 


ods. 

Mutual Benefit, he said, “assumes 
correctly that policyholders are intelli- 
gent. As such they might be expected 
to pay their premiums each month 
without the help of post-dated checks, 
bank drafts, remittance envelopes, or 
any of the various ingenious means in 
use to collect monthly premiums. 

“We also correctly assume that our 
agents are intelligent. As such they 
must know that the cost of paying a 
relatively small renewal commission 
each month would be extensive. So we 
arranged to pay such commissions once 
a year, upon payment of the premium 
for the seventh month. If the policy 
terminates in any renewal year before 
seven monthly premiums are paid, the 
agent gets no renewal for that year. If 
the policy terminates in any year after 
the seventh month’s premium is paid 
the agent keeps the full year’s renewal 
he has been paid.” 

This long-range definite program, he 
said, is designed to bring costs under 
greater control. Many other companies 
have either recently instituted such 
programs or have them under consider- 
ation as a result of an appreciable in- 
crease in the operating expense ratios 
of companies from the inflationary 
period of the past several years. 


Ambassador Lauds U. S. 


Insurance in London Talk 


Winthrop W. Aldrich, American 
ambassador to Great Britain, in his 
address before the Insurance Institute 
of London surveyed the growth of 
life insurance in the United States 
and dealt with the investment side 
of the business. He described how the 
companies, in addition to conducting 
their insurance business, were play- 
ing an important part in connection 
with accident prevention and medical 
research. 


Honor N. Y. Life Leaders 
in Group Production 


New York Life’s top production 
awards for group were won by E. J. 
Anderson, district supervisor in San 
Francisco, whose office led in premi- 
um volume, and Anthony F. Noll, Jr., 
district supervisor in New York City, 
whose office led in number of group 
cases sold. Chicago and New York fol- 
lowed in premium volume. San Fran- 
cisco and Los Angeles followed in 
group cases. 

_ The far west region, headed by Wil- 

liam L’Heureux, was first in premi- 

um volume. The southeast region, un- 

- Wallace R. Shaw, led in percentage 
cases. 








Toledo Union Loses Again 
on Blue Cross Cancellation 


District court of appeals at Toledo 
has turned down a request by the local 
Building Trades Union Council to pre- 
vent Hospital Service Assn. (Blue 
Cross) from cancelling hospitalization 
contracts on union members. This up- 
holds the opinion of the common Fleas 
court. 

Blue Cross contended it would lose 
money if it were forced to carry con- 
tracts of building trades members after 
Toledo Area Construction Workers 


Health & Welfare Fund was formed 
last summer. The union obtained a 
temporary injunction against the Blue 
Cross when it started to cancel the 
workers, claiming there was no such 
right because the workers were “mem- 
bers” of the Blue Cross plan. The courts 
held, however, that the workers were 
subscribers and there was no obliga- 
tion for Blue Cross to provide double 
coverage. 


Claiborne Dallas A&H 
Underwriters Assn. Head 


Jack G. Claiborne of Employers Cas- 
ualty has been named 1954-55 presi- 
dent of Dallas Assn. of A&H Under- 
writers. R. L. McMillon, president of 
the Abilene (Tex.) Assn. of Life 
Underwriters and director of the Texas 
association, was the speaker. 


Other new officers elected at the 
March meeting are: Clarence C. Mar- 
tin, Great American Reserve, vice- 
president; A. L. Ragle, Guardian Life, 
2nd vice-president; Elmo Lee, Com- 
mercial Travelers, reelected secretary- 
treasurer, and Claude Cox, American 
Investors Life, publicity director. New 
directors are: William H. Lovelace, 
Employers Casualty; Gerald Gustafson, 
Occidental Life of California; and Den- 
sel Dean, American Hospital & Life. 








Fewer Policy Rejections, 
Oklahoma City Rally Told 


Medical developments have all but 
eliminated life insurance rejections, 
Dr. Ralph C. Secor, medical director of 
Liberty National Life, told a lunch- 
eon meeting of Oklahoma City Gen- 
eral Agents & Managers Club. 

Many cases previously rejected are 
now insurable at some rate, Dr. Secor 
said. Research performed by groups 
such as the Heart Association, Cancer 
Research Foundation, and the like, 
financially supported by life compa- 
nies, has done much to reduce the 
number of rejections, he said. 

At its next meeting April 19, the 
club will hear Jerome Hemry, Okla- 
homa City attorney. 





N. Y. Life Launches Group 
Plan with Paid-Up Values 


New York Life has introduced group 
life insurance with paid-up values, un- 
der which employe contributions go to- 
ward the purchase of paid-up life and 
employer contributions purchase de- 
creasing amounts of term insurance. 

In the event of termination of em- 
ployment prior to retirement, the em- 
ploye may continue his paid-up insur- 
ance in force with no further premi- 
um payments or elect to receive the 
cash value resulting in a full refund 
of his employe contributions. 





Rusling, duCles Named to 
Occidental Group Posts 


Oliver W. Rusling and Lawson 
duCles have been named divisional 
group managers for Occidental Life of 
California’s northern and southern di- 
visions, respectively. 

Mr. Rusling joined Occidental in 
1947 and currently is regional group 
manager at Philadelphia. He will con- 
tinue in that capacity in addition to his 
new duties. He is an army veteran. 

Mr. duCles joined Occidental in 1942 
after more than 12 years’ insurance 
experience. He will have his head- 
quarters at New Orleans. 





Hancock Raises Sweeting 


John Hancock has promoted William 
L. Sweeting to assistant manager of 
pension trust sales. He joined the com- 
pany in 1948 at St. Louis, and in 1953 
joined the retirement plans and salary 
deduction division at the home office. 
He is a marine corps veteran. 


Five Conn. Companies 
Donate ALC Histories 
to 225 Libraries 


The American Life Convention—A 
Study in the History of Life Insurance, 
by Professor R. Carlyle Buley of Uni- 
versity of Indiana has been presented 
by Connecticut’s five life companies to 
225 public libraries, secondary schools 
and colleges in the state. The program 
was carried out by Presidents Morgan 
B. Brainard of Aetna Life, Frazar B. 
Wilde of Connecticut General, Peter 
M. Fraser of Connecticut Mutual, Ben- 
jamin L. Holland of Phoenix Mutual 
and J. Doyle DeWitt of Travelers, and 
General Counsel Berkeley Cox of Aet- 
na Life, ALC vice-president for Con- 
necticut. 





Has 2 Group Changes on Coast 

Prudential has promoted James M. 
Dewart, associate district group serv- 
ice manager at Los Angeles, to head of 
the group sales department at Port- 
land, Ore. Delbert W. Hamilton has 
been added to the Seattle group staff. 
Mr. Dewart joined Prudential’s New- 
ark home office in 1947, going to Los 
Angeles the following year. Mr. Hamil- 
ton — the company at Los Angeles 
in 1 ‘i 
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TLEMENT 
as a fundame 
career life /underwriting 
have long been 
training and sales procedures 
of Equitable Alife of lowa 
Hence it follows 
rather naturally that the Com- 
pany consistently maintains its 
\standing ag one of the leading 
life companies in the percent- 
age of policy proceeds held 
der Options of Settlement. 


Greenville, Columbia 


Host S. C. Caravan 


Speakers at South Carolina Assn. of 
Life Underwriters’ annual sales cara- 
van held at Greenville and Columbia 
last week included W. J. Hamrick, 
agency vice-president of Gulf Life, 
whose topic was “Where Do ‘Ve Go 
From Here?”; T. J. Keiselback, regional 
director of State Farm Life of Bloom- 
ington, “Relax and Grow Rich”; Paul 
S. Culpepper, manager at Augusta, 
Ga., for Life of Virginia, “Enthusiasm”, 
and C. G. Scheid, New York Life at 
Cleveland, “Ideas that Sell Life Insur- 
ance.” 

J. Harold Hudson, State Farm Life 
at Greenville, was the caravan’s execu- 
tive committee chairman. 





West Coast Raises Neilson 


Rob R. Neilson, formerly assistant 
manager at Eureka for West Coast 
Life, has been promoted to manager at 
San Jose. 





e Senator George W. Della of Mary- 
land has been elected a director of 
American Bankers Life of Florida. 
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Sales Ideas That Work 





‘Judgment Day’ Tax Form Helps Arouse 


Estate tax form 706, which the 
speaker called “a kind of judgment day 
questionnaire,” is 
extremely useful 
to help get a pros- 
pect thinking 
about his estate 
planning  prob- 
lems, Samuel L. 
Zeigen, general 
agent of Provident 
Mutual in New 
York City, and 
widely known lec- 
turer on estate 
matters told the 
CLU estate plan- 
ners’ day conference at Atlanta. 





Samuei L. Zeigen 





Prospect’s Concern About Estate Setup 


Form 706 is the one that must be 
filed in behalf of any estate worth 
more than $60,000. It includes every 
conceivable type of property a man 
can own that is taxable in his estate 
when he dies. Even such items as 
intervivos transfers, which he might 
think he has transferred out of his 
estate, may be taxable in his gross 
estate for federal estate tax purposes, 
Mr. Zeigen warned. 

“On one page, in relation to business 
interests, there is the seemingly in- 
ocuous statement, ‘good-will must be 
accounted for’,” said Mr. Zeigen. “This 
is loaded with dynamite. There is a 
recently decided case in which the 
value of the estate was increased by 
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more than $469,000 for good-will. The 
estate probably could not have raised 
the cash to pay the extra estate tax on 
such an item. Years of litigation and 
substantial legal fees resulted in cut- 
ting down this figure to $70,000. Yet 
the whole mess could have been avoid- 
ed through proper measures begun 
long before the estate owner’s death.” 

The agent should also know about 
tax savings that may be obtained 
through wise handling of premium 
payments, incidents of ownership, 
selection of the person to be insured, 
the income tax aspects of various set- 
tlement options, and the use of endow- 
ment and limited payment policies, 
particularly for men of means. Often 
it may be wise for the estate owner to 
begin making intervivos gifts to those 
beneficiaries who would receive the 
estate on his death. The agent should 
know about problems involved with 
respect to present and future interests 
and the specific lifetime exemption. 
He should also know about life insur- 
ance trusts and how it is possible to 
avoid payment of gift, estate and in- 
come taxes by thoughtful planning. 

Mr. Zeigen warned that the agent 
should not rush in with tax schemes he 
has heard or read about that are likely 
to have little relation to the client’s 
needs. Rather, he should make mental 
or written inventory of the estate 
owner’s objectives and advise him to 
consider objectives that may not have 
occurred to him. It is also wise to ad- 
vise him to consult an attorney, ac- 
countant, or trust officer—perhaps all 
three. 

“If a life insurance need actually 
exists, the underwriter will almost in- 
variably find that the other profes- 
sional advisers will actually make the 
sale for him,” said Mr. Zeigen. “When 
a client hears an adviser who has ab- 
solutely nothing to gain by a life in- 
surance sale suggest such a purchase, 
he is virtually certain to buy. This 
happy state of affairs is possible only 
where the underwriter has such a vast 
store of information that he gains the 
professional esteem of the other ad- 
visers on the estate planning team.” 

Mr. Zeigen lectured for three hours 
and then conducted a question and 
answer session. He was also the sole 
lecturer at a CLU estate planners’ day 
at San Antonio a few days earlier and 
at Harrisburg, Pa., Feb. 11. 








Bates Agency in New Home 


The Edward B. Bates agency for 
Connecticut Mutual Life at Los 
Angeles held an open house in its new 
quarters at 4270 Wilshire boulevard. 
Helping Mr. Bates serve as host for the 
large number of life insurance people 
who attended was Vincent B. Coffin, 
senior vice-president at the home of- 
fice. 

The agency has combined in the new 
quarters offices formerly located at 
609 South Grand avenue and in 
Beverly Hills. The new offices, cover- 
ing the entire second floor of the build- 
ing, are air-conditioned and there is 
ample parking space in the rear of the 
building. 





Ensminger Heads New Unit 

Pacific Mutual Life has established 
a new mortgage loan branch at Palo 
Alto, Cal., with Robert C. Ensminger 
as manager. He has been with the com- 
pany at San Francisco. 


Debit Agent's Place 
Unique, Elliott Tells 
Hancock Convention 


The unique position of the debit 
agent was outlined by Byron K. El. 
liott, executive vice-president of John 
Hancock, at a meeting of nearly 500 
of the company’s district agency lead- 
ers at Washington. 

“Your relationship with your clients 
is unique,” he said, ‘and is not par- 
alleled by that of any other salesman. 
You enter their homes as a friend in 
whom they repose great confidence; 
you are familiar with their problems 
and their aspirations; you can chart 
with fair accuracy the degree of their 
determination to make their own way 
in life, or to lean on others.” 

Mr. Elliott declared that the debit 
agent is in the enviable position of be- 
ing able, more than any other sales- 
man, to understand the economic sit- 
uation of the average family. For this 
reason, he said, it is imperative for 
him not to lose contact with a group 
which, through his work, arrives at a 
certain position insurance-wise. 

As an example he pictured a terri- 
tory with a new housing development 
on one side and the other populated by 
families employed in a factory hum- 
ming with activity. “You have been 
busy setting up estates for these pros- 
perous workers, but your progress is 
interrupted by a temporary layoff at 
the factory,” he said. “Your function 
with these formerly good prospects be- 
comes one of service more than of sales 
—helping them to retain the protection 
they have, rather than building up 
their programs. 

“Consequently,” he continued, “you 
take a closer look at the possibilities 
for business represented by those new 
families on the other edge of your ter- 
ritory. You find a ripe field for mort- 
gage redemption policies; you _ get 
young families started on _ building 
protection. Your sales are up. Nothing 
has changed in the situation of those 
people in the new houses, but you have 
cultivated them more intensely. You 
have offset the influence of an un- 
favorable situation on the one hand, 
by taking advantage of a favorable 
trend on the other.” 

The Presidents Club, which held a 
meeting at the same convention, heard 
a panel of agency leaders discuss 
formulas for success in their particular 
branch of the industry. Speakers were 
John F. Griffing, Bridgeport; John R. 
Burd, Philadelphia; Julius Bogatz, 
Chicago; Louis Horn, Cleveland; Rog- 
er A. Palmer, Detroit, and Orville M. 
Erickson, Dallas. 

Mr. Griffing voiced a plea for sim- 
plifying the policy for the prospect 
because “many sales are lost because 
people do not understand technical or 
legal phraseology and are reluctant 
to show any ignorance by asking ques- 
tions.” He pointed to the advantage of 
breaking down the premium cost to a 
weekly average rather than quoting an 
annual rate. 

Mr. Burd described his agency’s 
successful sales talk based on five 
points: protection, savings for educa- 
tion, early mortgage retirement, emer- 
gency fund and older age benefits. 
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Three More Life Insurers 


Get Started in Texas 

Three life companies were licensed 
by the Texas department in March. 
Union Standard Life of Houston is 
starting with capital of $50,000 and a 
like amount of surplus. W. M. Kenyon 
is president and Seth A. Lowther is 
secretary. 

Beginning with capital and surplus 
of $250,000 is Western Indemnity Life 
of Midland. Its temporary address is 
Fannin State Bank building, Houston. 
Dale R. Major is president and Otto 
Gross is secretary. 

Provident Bankers Life of Dallas 
starts with capital of $25,000 and sur- 
plus of $12,500. Pierce P. Brooks is 
president and W. E. Gregory secretary. 
Mr. Brooks is also president of Na- 
tional Bankers Life of Dallas. 


LIAMA Sees Swing to 


Schools in Combination Cos. 
(CONTINUED FROM PAGE 3) 
concentrates heavily on drill, while the 
other two make equal use of several 
methods. All 25 companies that oper- 
ate schools use lectures; 22 have class 
discussions, 21 use demonstrations, 18 
have a daily 10-minute review, 17 
use audio-visual aids, 15 drill the 
students, 13 use case history analyses, 
13 have clinics, 10 have instructor- 
student conferences, nine conduct 
group conferences, nine administer su- 
pervised written examinations and 

eight have panel discussions. 

About one-third of the companies 
plan some changes or shifts in em- 
phasis in their schools. For example, 
more emphasis on demonstrations and 
drills, less emphasis on mechanics of 
new-man training, more on “vertical” 
analysis of the field manager’s job, 
more emphasis on the job of the agent, 
smaller classes with more discussion. 
Twenty of the 25 companies maintain 
home office supervision of the assistant 
manager after he completes the school. 
For example, upon completion of the 
course the assistant manager is given 
a series of field assignments by a 
field training instructor. Through field 
training personnel and direct reports 
to the home office constant supervision 
is maintained. 





In another company, territorial su- 
pervisors make periodic contacts with 
the assistant manager throughout the 
first year. In addition, the assistant 
manager completes a series of quizzes 
commencing six months after the 
school. Each assistant manager com- 
pletes a series of monthly question- 
naires based on rate book and insur- 
ance problems. Monthly projects and 
reports are also assigned. 

One company requires a weekly re- 
port from the assistant manager cover- 
ing the performance of his agents as 
well as his own activities. Another 
holds approximately two clinic-type 
meetings per year in each district office 
by training supervisors as a follow-up 
to work done in the school. 

In another company during the first 
six months immediately following the 
school, the assistant manager completes 
12 management problems which are 
graded by the school director. In one 
company a training supervisor works 
one week with the assistant manager 
within two months after the school, 
observing the field work and super- 
vision of staff personnel and reporting 
on how the assistant manager is apply- 
ing his school training. 

The report points out that of necessi- 
ty the study has been confined to some 
of the more general descriptive aspects 
of schools as they are currently being 


operated by combination companies 
but that there remain many important 
questions of judgments and evaluation, 
“all of which are beyond the scope 
of an introductory study, and some 
of which are unanswerable on the 
basis of current knowledge.” 

Size I companies contributing data 
to the study are American National, 
John Hancock, Life & Casualty, Life 
of Georgia, Life of Virginia, London 
Life, Metropolitan Life and National 
Life & Accident. 

Size II companies are Common- 
wealth, Equitable of Washington, D. C., 
Home Beneficial, Liberty Life, Monu- 
mental, Pilot Life, Sun Life of Balti- 
more and Washington National. 

Size III companies are Baltimore 
Life, Bankers Health & Life, Boston 
Life, Colonial Life, Durham Life, Home 
Life of Pennsylvania, Home Security, 
Home State, Imperial of North Caro- 
lina, Industrial Life, Interstate L. & A., 
North Carolina Mutual, Palmetto State, 
Peninsular, Pennsylvania Mutual, Rio 
Grande National, Texas Prudential, 
Toronto Mutual, and Universal Life & 
Accident. 





Supt. Jordan of D.C. 
Raps A&H Advertising 


Companies and agents found guilty 
of intentional misrepresentation will 
have their licenses revoked, Superin- 
tendent Jordan of Washington, D.C. 
has warned. He also invited the Bu- 
reau of A&H Underwriters to report 
such offenses promptly. 

In a letter to the bureau, he stressed 
that recent advertisements of A&H 
are in such bad taste they have caused 
“unjustified suspicion of the insurance 
business generally and have weakened 
public confidence in the administra- 
tion of regulatory statutes and they 
(the advertisements) give support to 
the advocates of Federal control of in- 
surance.” 





A&H Underwriters Assn., 


Detroit, Names Barrett 


Detroit Assn. of A&H Underwriters 
has elected Robert J. Barrett, Monarch 
Life general agent, president. The other 
officers are: 1st vice-president Ray- 
mond Stephens who heads the A&H di- 
vision of Michigan Life; 2nd vice- 
president, Leonard Mander, superin- 
tendent of Detroit agencies for General 
American Life, former _ secretary- 
treasurer of the association, and sec- 
retary-treasurer, J. W. Paull. 





Give Tex. ‘Associates’ Card 


The associate section of Texas Life 
Convention is meeting April 3 at Fort 
Worth, with chairman Fred C. Cassel, 
Jr., Great Southern Life, presiding. 

The program includes a panel dis- 
cussion on “Control of Master Cards” 
by Dawson Sterling, Southwestern 
Life; Scott Clines, Great National 
Life; K. B. Bledsoe, Jr., Amicable Life, 
and Helen Hurt, Great American Re- 
serve. 

There also will be reports from sev- 
eral companies on new home office 
procedures as well as talks by James 
Harrington, coordinator for the man- 
agement institute of Southern Meth- 
odist University; Anthony L. Franzo- 
lino, Temco Aircraft Corp., Grand 
Prairie, Tex., and Rev. J. Gordon Pe- 
tersen, industrial chaplain of Dearborn 
Stove Co., Dallas. 


SBLI up 20% in Jan., Feb. 


New York state savings banks sold 
$3,829,000 in life insurance during 
January and February, a 20% increase 
over the same period in 1953. Insur- 
ance in force now totals $242,061,659. 





R&R Issues 1954 
Tax Handbook 


Insurance R & R has brought out 
The 1954 Tax Handbook, by Edwin H. 
White of the R & R staff. The book 
deals with important questions on life 
insurance and annuity taxation and 
also has sections devoted to the federal 
income, estate, and gift taxes and pen- 
sion trust laws and regulations. It 
contains 172 pages and sells for $1.55 
for single copies with quantity prices 
ranging down to $1.10 for 500 or more. 





Union Parley at Miami 


Representatives of Insurance Agents 
International Union (AFL) met with 
Commissioner Larson of Florida at Mi- 
ami to discuss section 213 and 213-A 
of the New York insurance code. There 
was considerable discussion of the 
laws, described as “closely affecting 
Florida agents”. 

After discussion with Governor Johns, 
Mr. Larson said he would call a meet- 
ing in Tallahassee. 





e Southwestern Bankers Life of Cor- 
pus Christi held a five-region company 
meeting at Victoria, Tex. J. H. Child- 
ress, director of agencies, addressed a 
luncheon session. 


Hoggatt General Agent for 
Franklin Life in Wash. 


Floyd L. Hoggatt is a new Franklin 
Life general agent in Washington, 
serving the Longview-Kelso area. 

For eight years Mr. Hoggatt has been 
with Aetna Life. He completed both 
the basic and advanced home office 
courses of Aetna, and was a member of 
its regionaires production club. He has 
served twice as president of Kelso 
Assn. of Life Underwriters and for 
three years has been chairman of the 
LUTC committee. 





List Pru Region L Stars 

Leading Prudential district agency 
in region L, consisting of Kansas Mis- 
souri and Oklahoma, was the Kansas 
City, Kan., office headed by Norman 
E. Bollinger. W. H. Storms, Kansas 
City, Kan. was the leading agent in 
the region, and Fred W. Baker, Jr., 
Fort Scott, Kan., was the leading staff 
manager. 





Revises Aviation Rules 

American Bankers Life of Florida 
has liberalized its underwriting rules 
for certain pilots, co-pilots or crew 
members on licensed commercial air- 
craft operating on scheduled airlines. 
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NALU'‘s Locations: Real Research Needed 


Though the trustees of National 
Assn. of Life Underwriters chose the 
Chicago area as the place for the pro- 
jected headquarters building, as a 
practical matter the whole question of 
location is up for grabs again on ac- 
count of the national council’s asking 
the board of trustees to do nothing 
further about the matter until the lo- 
cal and state associations have been 


given the facts and figures, have had a 
chance to study them and have a pref- 
erence poll on what should be done. 

The uncertainty of how such a pref- 
erence poll will turn out puts Chicago’s 
proponents on their mettle to convince 
the member associations as they did 
the trustees and it rekindles the hopes 
of the advocates of all other localities 
considered to be serious contenders. 

The greatest danger in all this is 
that in deciding what location to favor 
the member associations will believe 
they are deciding on a factual basis 
when actually emotion and sectional! 
bias are playing a far larger role than 
anybody suspects. Emotion and sec- 
tional loyalty can’t and _ perhaps 
shouldn’t be entirely divorced from a 
matter like this. But the real trouble 
comes from failure to demand and 
weigh all the facts that are needed to 
make a decision on a sound factual 
basis. The result is a fuzzy type of 
mental operation that passes for think- 
ing but is actually a response to emo- 
tional appeals bolstered by facts that 
are so incomplete that nobody can 
rightly say how much weight should be 
given to them. 

Of course, if people want to decide 
a question on an emotional rather than 
a factual basis probably nobody can 
rightly complain, provided there is no 
self-delusion about the emotional 
character of the decision. But when 
emotion masquerades as_ reasoning 
there is trouble ahead. For after it is 
too late to back out and the emo- 
tional appeal has evaporated, it is apt 
to become revoltingly clear that a little 
more digging for facts and a little 
more effort to appraise them logically 
would have led to a different and wiser 
decision. 

The danger is particularly marked 
in the circumstances in which NALU 
finds itself. A year ago at the midyear 
meeting the trustees chose the Wash- 
ington, D.C., area and by the time of 
the 1953 annual meeting it was thought 
that the precise site was just about 
settled. But at that meeting the na- 


tional council asked the trustees to re- 
open the matter. The location commit- 
tee was asked to try again. At the 
midyear meeting last week at New Or- 
leans it came up with three choices, 
Washington, New York City and Chi- 
cago, without recommending any of 
the three. The trustees picked Chicago 
but the national council asked to have 
the matter tabled until all the member 
associations could decide what they 
thought about it. 

Consequently, there will be much 
pressure to reach a final decision at 
the next annual meeting, at Boston in 
September. Further delay could well 
cause a feeling that the question is 
doomed to be batted around like the 
Flying Dutchman and never get any- 
where. This is the sort of situation that 
leads to decisions of desperation. NA- 
LU seems to be out of the “marry in 
haste, repent at leisure” danger but it 
still could find itself in the position of 
the girl who finally says, “Well, you 
gotta marry somebody.” 

The decision reached at New Or- 
leans to hold off action until Boston 
indicates how earnestly the members 
want the headquarters choice to be the 
best possible one that men of good will, 
acting intelligently in concert, can ar- 
rive at. This attitude should serve as 
a guidepost to the proponents of all the 
various locations that are in the run- 
ning. For it means that the members 
want the facts and are willing to study 
them and be guided by them. And good 
information is specific information— 
perhaps much more specific than any- 
body has thus far talked about. 

Consideration of a question so im- 
portant as the permanent location of 
NALU’s headquarters is a matter so 
basic that it should involve going back 
to fundamentals so important as to be 
taken for granted and forgotten. For 
example, why have a national head- 
quarters at all? For that matter, why 
have a National association? These 
questions may seem silly but we be- 
lieve that thoughtful answers to them 
and others like them are essential to a 
sound groundwork for discussion and 
decision as to where NALU head- 
quarters should be. 

Only by understanding what it is 
that NALU does at national headquar- 
ters and how these activities are in- 
fluenced by the factor of location can 
the effect of location be gauged as re- 
spects staff work. Likewise, the ac- 
tivities of the elected officers, trustees, 


and other non-staff people who have 
contacts with NALU headquarters 
must be understood by anyone who 
hopes to give an intelligent opinion 
on the location’s effect on non-staff 
activities,. 

There are myriad questions to which 
local and state associations should want 
answers in the next few months. These 
should be supplied, with a wealth of 
specific detail. Facts should be ob- 
tained, even though it takes painstak- 
ing digging to get them. Estimates 
should be only those that the obtain- 
able facts will support without strain. 


Just the matter of headquarters ac- 
cessibility brings up innumerable ques- 
tions, nearly all capable of being an- 
swered on a factual basis. Proponents 
of the Chicago location have stressed 
Chicago’s position as a transportation 
hub and its nearness to the U. S. cen- 
ter of population. New York’s advo- 
cates counter this by saying that more 
people go to New York than to any 
other city. What are the facts? The 
amount of staff members’ travel is 
known. How would it have been af- 
fected if NALU headquarters had been 
located in Chicago? Or in Washington? 
How about non-staff members whose 
NALU duties require them to visit 
headquarters? How would their travel 
time, expense, and convenience have 
been affected if NALU had had its 
main office in Chicago or Washing- 
ton? 

In urging the choice of this or that 
city, much has been made of nearness 
to important organizations that the 
staff members of NALU have occasion 
to consult frequently. New York is 
handy to the Life Insurance Assn. of 
America and the Institute of Life In- 
surance and not far from LIAMA at 
Hartford. Chicago has the American 
Life Convention, H&A Underwriters 
Conference, and National Fraternal 
Congress. Washington has Congress 
and various federal offices important 
to NALU. 

How do these localities compare on 
the score of the contacts they facili- 
tate? How valuable are these contacts? 
Specifically, not in general terms. No- 
body of course can come up with a 
dollar amount for each city but some 
sort of estimate of the value of prox- 
imity to other organizations should be 
feasible. If too vague to appraise in 
money, a specific setting forth of the 
sort of help obtained or presumahly 
obtainable from these nearby sources 
would be enlightening. 

The procedure appears to be to select 
a city area first and then seek specific 
sites from which to make the final 
choice. But the sites available in a 
given area are bound to be a big fac- 
tor in the choice of the city. Hence, 
just as much factual information 


should be supplied about sites as about 
the city itself. 

Involved in the site question is 
whether NALU should buy a site with 
a usable or adaptable building or plan 
to build an entirely new structure, 
Here again facts are needed and in 
abundance. How much is the head. 
quarters building to cost? Should it 
cost more than the money already 
raised and pledged? If so, how should 
the additional financing be obtained? 
Another fund-raising drive? By a 
mortgage? What are the facts involved 
in the various choices? 


Basically, the question of arriving at 
a factually sound answer on location 
of NALU headquarters calls for re- 
search of a high order. Life insurance 
field men haven’t the research ap- 
proach, which is fortunate or they 
wouldn’t get much insurance sold, but 
they still need some good research in 
picking their headquarters spot if they 
are to make a choice that will be ac- 
claimed as the right one over the long 
pull. 

It would be a sound expenditure of 
NALWU funds, we think, if NALU lead- 
ers were to invest in as much research 
as they think the association can af- 
ford. The problems of a headquarters 
are nothing new to management engi- 
neering consultants. As S. Rains Wal- 
lace, Jr., research director of LIAMA, 
said at the recent agency management 
of LIAMA at Chicago, research is no 
substitute for judgment but it avoids 
costly errors due to inadequate data. 
A modest fee spent for expert advice 
might prove to be the best investment 
NALU could possibly make in con- 
nection with its headquarters location. 


PERSONALS 


New Paul Revere Life general agent 
at Portland, Ore. 
is Warren A. Burt- 
ness, whose ap- 
pointment was re- 
ported last week. 
He started with 
the company at 
Minneapolis in 
1949, advancing to 
supervisor there 
last October. An 
air force veteran, 
he is  vice-presi- 
dent of both the 
Minnesota and 
Minneapolis A&H Assns. 


William J. Sieger, vice-president and 
superintendent of agencies of Bankers 
Life, has returned after vacationing in 
Hawaii. On hand to welcome him at 
Honolulu were Mr. and Mrs. R. E. 
McCue and Mrs. Charles E. King, Mrs. 
McCue’s mother and widow of the 














Warren A. Burtness 


ee 





HeNATIONAL UNDERWRITER 
—Life Insurance Edition 


EDITORIAL OFFICE: 
New York 38, N. Y. 


Assistant Editor: Warren Kayes. 


CHICAGO EDITORIAL OFFICE: 

175 W. Jackson Bivd., 

Chicago 4, Ill. 

Associate Editors: John C. Burridge, Charles 
C. Clarke and William H. Faltysek. 


ADVERTISING OFFICE: 

175 W. Jackson Blvd., Chicago 4, IIL. 
Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 
Circulation Manager: Daniel B. Reynolds. 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 





CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Arthur W. Riggs, Statistician. 
DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred HE. Cadis, 


Southwestern Manager. 


DETROIT 26, MICH.—607 Lafayette Bidg., 
tot. Westward 1-2344. A. J. Edwards, Resident 
ger. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bidg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 


Manager. 
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noted composer of Hawaiian songs. Mr. 
McCue is manager of Bankers Na- 
tional’s A&H department, and like 
Mr. Sieger was on vacation. 


Franklin Briese, treasurer of Minne- 
sota Mutual Life, recently was named 
a director of St. Paul Athletic Club, 
trustee of Charles T. Miller hospital, 
and member of the mayor’s committee 
to select a site and lay plans for the 
new municipal stadium to be construc- 
ted in St. Paul in the near future. 


John R. Carnochan, vice-president of 
Union Mutual Life, has been elected 
a vice-president of Portland (Me.) 
Chamber of Commerce. 


Garland A. Smith, chairman of the 
Texas board of commissioners, has 
joined the grandfather ranks. His 
daughter and son-in-law, Mr. and Mrs. 
Max Reychlik of Austin, are the par- 
ents of a new seven-pound son, Gar- 
land W. 


Robert J. Hoyer, assistant treasurer 
of Bankers Life & Casualty, Chicago, 
has been elected a member of Control- 
lers Institute of America. 


Doyle Zaring, secretary-treasurer of 
Indianapolis Life, has been named gen- 
eral chairman of the annual YMCA 
membership drive there. 


John Kelley; 
who has been ap- 
pointed to Bank- 
ers National Life’s 
agency depart- 
ment staff in 
charge of sales 
promotion, public- 
ity and _ publica- 
tions, is a coast 
guard veteran and 

: a graduate of the 
John Kelley Wharton school. 
Irvin Hurst, who is with New York 
Life at Oklahoma City, is seeking the 
nomination for lieutenant-governor on 
the Democratic ticket. 


Theo. P. Beasley, president of Re- 
public National Life, has been reelec- 
ted president of the board of the Dal- 
las Y.M.C.A. 


T. D. Bartlett, district manager in 
Muncie, Ind., for Prudential, retired 
April 1 after 35 years with the com- 
pany. 


LIFE INSURANCE EDITION 


PARTICIPANTS IN 


THE NALU GENERAL 


front row, William J. Schergens, Aetna Life, Baton Rouge; Fred E. LeLaurin, Aetna Life, New Orleans, M. L. Camps, 
John Hancock, New York City, program chairman; Ray H. Wertz, Lincoln National, Detroit, Detroit GAMC chairman; 
Francis L. Merritt, director of training Mutual Benefit Life; Adam Rosenthal, General American Life, St. Louis, and 
Henry C. Hunken, Connecticut Mutual, Chicago; back row, L. B. Quick, Life of Virginia, New Orleans; W. Sheffield 
Owen, assistant agency vice-president Life of Georgia; G. S. Cutini, director of training Life of Georgia; Norval S. 
Pierce, Metropolitan Life, Houston; Robert B. Pitcher, John Hancock, Boston; Walter G. Gastil, Connecticut General, 
Los Angeles; and Richard N. Lewis, Great National Life, Austin, Tex. 


DEATHS 


JOSEPH R. HOFFMAN, vice-presi- 


home in Louisville. Mr. Hoffmann 
started with Commonwealth at the age 
of 13 and had been with the company 
for 46 years. He was named secretary 
in 1923 and advanced to vice-president 
last August. 


SAMUEL R. BOWMAN, 57, manag- 
er at Oakland for Acacia Mutual Life, 
died there. He joined the company in 
1920, became West Coast supervisor in 
1924, manager at San Francisco in 
1934. 


HOWARD O’BRIEN, agency field 
executive since 1930 and manager for 
several years at Poughkeepsie for 
Berkshire Life, died in Dania, Fla. He 
entered insurance in 1922. 


WALTER B. HOLLINGSWORTH, 72, 
former president of Pioneer Reserve 
Life and assistant Arkansas insurance 
commissioner, died in Little Rock. 


WILLIAM R. C. KENDRICK, 75, 
former Iowa insurance commissioner, 
died in Des Moines. Mr. Kendrick was 
state law librarian at the time of his 
death. He became commissioner in 
1923 and during that time was elected 
president of National Assn. of Insur- 


dent of Commonwealth Life, died at his ance Commissioners. 


A Youu FOR FIELD MEN 


You are looking at democracy in action. 


Our 7-man Field Advisory Board—elected annually by GUARDIAN 
managers throughout the country—meets regularly with GUARDIAN’S 
President and his staff . . . to discuss recommendations from the field 
for improving our service and to give their opinion on changes pro- 


posed by the company. 


Several years of experience with the GUARDIAN Field 
Advisory Board have proved that giving our field force a 
voice in the policy-making decisions of the company works 





HARRY B. CADWELL, 61, regional 
vice-president of Mutual Life of New 
York, died suddenly in Miami, Fla. He 
had completed his 
work at a national 
business confer- 
ence of the com- 
pany’s Top Club 
in Boca Raton, 
Fla., and was pre- 
paring to return 
to his office in 
San Francisco, 
when he died in 
his sleep. 

Mr. Cadwell had 
been with the 
company for 43 
years, for the last nine years directing 
operations of the western division 
agencies, first as superintendent of 
agencies and since 1952 as regional 
vice-president. He joined the company 
in Colorado in 1911. During World 
War I he served as an infantry of- 
ficer. Following the war, he rejoined 
the company and in 1932 became man- 
ager in Pueblo, Colo. In 1937 he es- 
tablished a new agency in Oakland, 
Cal., and was manager until 1942, then 
he advanced to the home office. 


Harry B. Cadwell 





LIFE—ACCIDENT AND HEALTH @ OVER A BILLION DOLLARS INSURANCE IN FORCE 





out to the best advantage of the company, the public and 
the high-calibre men and women who represent us in their 
communities. 
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Home Office Changes for 


Capitol Life of Colorado 


Capitol Life of Colorado has pro- 
moted James M. Dutton to assistant 
vice-president, William W. Edwards to 
secretary, Kenneth L. Hobbs to assist- 
ant secretary and Charles H. Buell to 
assistant actuary. 

In other changes, Douglas P. Morris 
was named reinsurance secretary, 
James M. Mortensen and Albert E. 
Joens assistant actuaries and Fred J. 
Beck administrative assistant in the 
agency department. 

Mr. Dutton formerly was adminis- 
trative assistant and has been with the 
company for 21 years. 

Mr. Edwards, who is chief under- 
writer, started with Capitol Life in 
1931. He went with American National 
in 1944 as chief underwriter, rejoin- 
ing the Denver company in 1953. He is 
past president of South Texas Home 
Office Underwriting Assn. 

Mr. Hobbs started with the company 





Mutual Savings 








A Unique ‘Package’ 
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Direct agency openings 
in Ohio, Ind, lowa, Ky., Miss., Mo. and Ark. 


Write te J. DeWitt Mills, Supt. of Agents 


Mutual Savings Life 


5701 Weterman St. Levis 12, Me. 
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a Te! 
SALES POWE 


Our new rate boek contains a wide variety cf 
juvenile and adult policies available te meet 
any |, educati |, busi » estate clear- 
ance or retirement need from age 0 to 75. We ere 
particularly proud of our new, ferward-looking 
juvenile features: exclusive new policies developed 
frem 35 years of experience in juvenile insurance 
—full benefit even if issued at age 0; dismem- 
berment ond fracture and double indemnity for 
eccidental death from birth, representing major 
edvances in this lucrative field. 


Seme open territories in Illinois, lowa, Michigan 
and Wisconsin. 


Direct inquiries, in confidence, to 
Sales Department 
FIDELITY LIFE ASSOCIATION 
A Mutual Legal Reserve Company 


Home Office—Fulton, Illinois 
Distinguished Life Insurance Service Since 1696 











in 1938, becoming agency secretary 
and assistant to the vice-president in 
1952. He is an air force veteran. Mr. 

5 


Buell started in the business in 194 


with Massachusetts Mutual as actuar- 
ial clerk, and the following year went 
with Capitol Life. He also is an air 


force veteran. 


Sketch N. Y. Life Careers 





Paul A. Norton and Edmund L. G. 
whose promotions by New 

York Life to vice- 
were 


Zalinski, 


presidents 


reported recently 


bulletins, 
the company 


spectively. 





Mr. Zalinski 


E. L. G. Zalinski president. 


John H. Lane 
and Andrew H. Thomson, who were 
named 2nd vice-presidents, began with 
New York Life in 1918 and 1931, and 
prior to their new appointments, were 
assistant vice-president and superin- 
tendent of agencies respectively. Ervin 





Paul A. Norton John H. Lane 


C. Jones, named assistant vice-presi- 
dent in charge of group sales, began 
with Connecticut General Life in 1942 
and in 1951 went with New York Life 
as group manager of the central divi- 
sion. 

New regional assistant vice-presi- 
dents, all former regional supervisors, 
are Aylett J. Buckner, Dallas; Charles 
V. Denning, Atlanta; Thomas J. Mur- 
ray, Chicago, and William H. Whit- 
comb, San Francisco. 

Mr. Norton’s New York Life career 
began as assistant manager at Cedar 
Rapids. He later served as manager 





Andrew H. Thomson Ervin C. Jones 


at Worcester, Boston and Philadelphia, 
and Houston. He was made superin- 
tendent of agencies in 1949, assistant 
vice-president in charge of group sales 
in 1951 and agency vice-president in 
1952. 

Mr. Zalinski started as an agent at 
New York City and in 1942 was made 
manager of the Murray Hill branch 
there and in 1944 manager of the 42nd 
street branch. He became manager at 
New Haven in 1945, assistant vice- 
president in 1951 and 2nd vice-presi- 
dent in 1953. During the years 1947- 
1951 he served as managing director 
of LUTC and in 1949 was executive 
vice-president of NALU. 


in the late news 
joined 
in 
1937 and 1938 re- 
Mr. 
Norton has been 
eastern regional 
vice-president 
with headquarters 
at the home office. 
has 
been a 2nd vice- 





Preventive Role in Medicine 
Urged by W. H. Seymour 


W. H. Seymour, vice-president of 
Liberty Mutual, in addressing Institute 
on Industrial Health at Chapel Hill, 
N. C., pointed out what he considered 
lacking in the relationship between the 
medical profession and the life insur- 
ance industry. 

The medical profession, he said, 
does not fully understand the value of 
preventive medicine and what it may 
contribute to the effectiveness of 
American industry. 

“Industrial accident prevention,” he 
said, “years ago went through the same 
challenge and today the number of ac- 
cidents per thousand employes in in- 
dustry is but a small fraction of what 
it was at the beginning of the compen- 
sation act of 1912. In industrial health 
there is no reason why medicine’s ap- 
proach cannot be on a preventive ba- 
sis.” 





San Francisco Managers 
Told Why New Agents Fail 


Insufficient “background informa- 
tion”, “over 50”, lack of soliciting 
courage, lack of enthusiasm for the 
business, lack of qualification and ef- 
fort. These are the principal reasons 
for failure of new agents, according 
to a summation of reasons given by a 
panel at the March meeting of San 
Francisco General Agents & Managers 
Assn. Hugh W. Davy, Home Life, 
served as moderator. 

William L. Hardy, agency vice-pres- 
ident of West Coast Life, recently re- 
turned from an extended visit to com- 
pany agencies during which he inter- 
viewed every agent under contract, 
said he found fully 50% were “not 
sold on the business”. 

The panelists were Victor Benedict, 
Lincoln National; V. W. Wiedemann, 
Equitable of Iowa; Stanley Brooks, 
Guardian, and Bert Humber, Mutual 
Benefit Life. 





Nevada Bans Group Creditor 


Nevada insurance department has 
forbidden further solicitation of group 
creditor life and group creditor A&H 
following the state’s attorney-general’s 
opinion that such coverage is illegal 
in Nevada. This ruling does not apply 
to individual creditor policies ‘nor 
those policies issued as a ‘blanket 
type’ of creditor coverage to individu- 
als, associations or corporations who, 
as creditors, have purchased the same 
to cover all outstanding loans provid- 
ing that the creditor pays the entire 
premium and does not in any manner 
‘recover’ all or any part of the premi- 
um from the debtor.” 


Asks 50% Stock Increase 


A 50% increase in capital stock and 
a 50% stock dividend have been pro- 
posed by People’s Life of Washington. 
Under the plan, capital stock will be 
increased from $1 million to $1.5 mil- 
lion and issuance of 50,000 shares ad- 
ditional $10 par value stock to be paid 
out of surplus and distributed in a ra- 
tio of one new share for each two 
shares held. 

Surplus reported in 1953 was $3,- 
259,000, assets, $84,949,000 and insur- 
ance in force increased $22,450,000 to 
$947 million. 








Thomas Now Staff Manager 

Prudential has advanced Casimire E. 
Thomas from agent to staff manager 
of the West Valley district, Van Nuys, 
Cal. At one time with Metropolitan in 
Illinois, Mr. Thomas joined Prudential 
in 1950. 





e National Employe Benefits Services 
is the name of a new employe benefit 
plan consulting firm at San Francisco. 
President is Thomas W. Cordry, Jr., 
who has been an employe benefit plan 
consultant there since 1946. 


Pacific Mutual Advances 
Dr. Lee, W. S. Bagby 


Pacific Mutual Life has named Dr. 
L. H. Lee, medical director, a vice- 
president and has advanced Wesley §, 
Bagby to comptroller. The company 
also has elected Shannan Crandall, Jr. 
president of California Hardware Co, 
Los Angeles, to the board. : 

Dr. Lee has been medical director of 





Dr. L. H. Lee 


W. S. Bagby 


Pacific Mutual since 1936. In 1952 he 
was president of Assn. of Life Insur- 
ance Medical Directors. 

Mr. Bagby, formerly assistant vice- 
president, joined Pacific Mutual in 
1927. He has served as manager of the 
underwriting and policy issue depart- 
ments, and as assistant treasurer. 


L&C Fetes Honor Club 


Life & Casualty’s golden anniversary 
club, consisting of 53 top men who 
have attained at least 150% of the 
company’s regular convention require- 
ments, were honored in Nassau, B.W.I. 

More than 700 are expected to attend 
the company’s home office convention 
in Nashville April 11-14. 








Dr. Moore Joins West Coast 


Dr. John M. Moore, medical director 
of the out-patient department of Chil- 
dren’s hospital, is now assistant to Dr. 
Ivan C. Heron, vice-president and 


medical director of West Coast Life of 
San Francisco. 









THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 











Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

e 


L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 








. Service Guide - 


Valuable Paper Wallets 


One or a Thousand 
Weite for Brochure 
J. M. NEWMAN 
2328 N. Henderson Dallas, Texas 
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“Experts” Panel Is Big 


Success at Cincinnati 

Cincinnati Assn. of A. & H. Under- 
derwriters conducted another of its 
popular “stump the experts” programs 
at its March meeting, when three local 
members served on the answer panel. 
That this kind of program is well liked 
was indicated by the fact that the en- 
tire audience chose to over-stay the 
usual meeting time in order to hear 
more quesions discussed. 

Panel members were William R. 
Dignan of W. R. Dignan Associates, 
Robert G. Myers, general agent Massa- 
chusetts Protective, and F. G. Shepard, 
executive officer, weekly premium di- 
vision of Inter-Ocean. R. W. Bickel- 
haupt, president of the Ohio associa- 
tion, was moderator. 

Most of the questions were received 
in advance from members by mail. 
Taylor Clark of Inter-Ocean, associa- 
tion treasurer, obtained them by writ- 
ing members and telling them that if 
a member had no questions it would be 
presumed that he “knew all the an- 
swers” and this would automatically 
make him a candidate for the panel. 
Result: Plenty of questions. In addi- 
tion, there were questions and discus- 
sions from the floor. 

Major subjects discussed were in- 
come tax on premiums and benefits, 
accidental means, standard provisions, 
insurance coverage of national earn- 
ing power, difference between com- 
mercial and industrial, amounts of in- 
demnity limits, agent’s acceptance of 
past-due premiums, non-occupational 
rating, major medical, policy delivery, 
more extended non-cancellable cov- 
erage for women, adequacy of cover- 
ages, cancellable versus non-cancel- 
able insurance, and lapse prevention. 





Bruce Joins Puritan 

Puritan Life has elected Thomas M. 
Bruce, Jr., a director, vice-president 
and general manager. He was agent 
eight years in New York City for Mu- 
tual Life and later was associated with 
a Philadelphia law firm in estate plan- 
ning. Most recently, he has been pres- 
ident and director of Guaranty Union 
Life of Beverly Hills, Cal. 





Ask Stricter Tex. Laws on 


Securities of New Companies 


_ Dallas Assn. of Life Underwriters at 
its March meeting adopted a resolution 
urging stricter state laws on the secu- 
rities of new life companies in Texas. 
The association formally commended 
Garland A. Smith, chairman of the 
board of commissioners, on his efforts 
for tighter insurance laws. 

_ Mr. Smith has stated that securities 
issued by new life companies in Texas 
are exempt from supervision under the 
Texas security act and has advocated 
“corrective legislation” be passed. 

The resolution, which quoted Mr. 
Smith as saying the companies are “not 
Subject to regulation either by the 
Secretary of state or the board of 
commissioners,” pledged support to 
Mr. Smith in whatever action “he 
deems appropriate to correct a con- 
dition inimical to the best interest of 
the general public.” 


Old Line Fetes W. A. Meyer 


GREEN BAY, WIS.—William A. 
Meyer, 81, veteran agent for Old Line 
Life, was guest at a reception and din- 
ner given by the company here, ob- 
serving his 40 years of service. Since 
Joining the company he has been a 
member of its top production club 18 
times and has qualified for 30 con- 
ventions. 

.On hand from the home office were 
Richard E. Imig, agency vice-presi- 
dent; Paul A. Parker, agency director, 








and Clyde Parnell, publicity director. 

The Meyer family is prominent with 
Old Line, a number of sons and neph- 
ews of the veteran agent representing 
the company in northeastern Wiscon- 
sin. The four sons are Arthur C., gen- 
eral agent at Antigo since 1938; Floyd 
C., agency supervisor since 1946; Al- 
bert D., agent at Shawano since 1940, 
and Royal E., general agent at Mani- 
towoc since 1942. Orie A. Meyer for- 
merly was with the company. Allen 
C. Meyer and Ernest J. Meyer, both 
nephews, represent the company at 
Green Bay. 





N. W. Mutual Advances Rue 


M. C. Rue has been named assistant 
comptroller of 
Northwestern Mu- 
tual Life. The 30- 
year old CPA thus 
becomes the com- 
pany’s youngest 
officer. 

With Northwest- 
ern since 1949, Mr. 
Rue has worked 
primarily in the 
planning division 
on various studies 
in methods and la- 
bor saving devices. 
Research in these 
fields has helped 
Northwestern to maintain its home of- 
fice staff at the same level since 1940, 
while insurance in force has almost 
doubled. 

The company is expanding its inter- 
est in measurement plans and internal 
auditings, two fields in which Mr. Rue 
will be most active. He is an army vet- 
eran. 





Buys Western American 


Continental Life of Fort Worth has 
purchased controling interest in West- 
ern American Life of Reno, Nev. It 
has acquired approximately 12,000 of 
the total 19,450 outstanding shares of 
Western American, and is negotiating 
for acquisition of the remainder. 

Sterling Holloway, president of Con- 
tinental, was elected president of West- 
ern American, succeeding W. F. Ash. 
Guy Perkins, vice-president and gen- 
eral manager of Western American, 
will remain in charge of its home of- 
fice operations. 

The Nevada company also does busi- 
ness in Utah and Colorado and at the 
end of 1953 had life insurance in force 
of $5,532,230. 





National Old Line to Build 

National Old Line Life of Little Rock 
is planning a new home office building 
to be situated across the street from the 
state capitol. Work on the $5 million 
five-story, T-shaped structure will be- 
gin soon and is expected to be com- 
pleted by October, 1955. The building 
will contain about 76,200 square feet of 
space, be air-conditioned and have 
parking facilities for about 40 cars. 





Open House at 4 Agencies 

New York Life held open house at 
Eau Claire, Wis., and East St. Louis, 
Ill., where new offices were opened, 
and at the Trenton, N. J., and Water- 
loo, Ia., newly located and expanded 
headquarters. 





File Four Examination Reports 

Life companies whose examination 
reports were filed by the New York 
department in February include Bap- 
tist Life Assn., Church Life, Guardian 
Life, and Life Insurance Guaranty 
Corp. 





P. E. Ryan Made Agency V. P. 

P. E. Ryan has been advanced from 
supervisor of agents to agency vice- 
president of Bankers Union Life of 
Denver. 

The company in March paid a cash 
dividend of $40,250 to stockholders. 


Smerling to Address 
Mass. Brokers Assn. 


BOSTON—W. C. Smerling, New 
York manager for Connecticut Gen- 
eral, will be on the program of the an-- 
nual all-day working meeting of Mas- 
sachusetts Assn. of Insurance Brokers 
at the Somerset Hotel here April 8. 
This is an annual educational session 
which always attracts a large crowd. 
Mr. Smerling will discuss the ways in 
which a general insurance broker can 
fill the life insurance needs of his cli- 
ents. 





Jacoby Joins Canada Life 


Canada Life has appointed Adrian 
S. Jacoby manager of its new Knick- 
erbocker agency in New York City, 
where he has had experience as a per- 
sonal producer. 


Martin, Smith Made V-Ps 


Walter L. Martin and Holly C. 
Smith have been elected vice-presi- 
dents of Girardian of Dallas. Mr. 
Martin will serve in a general man- 
agerial capacity and Mr. Smith will 
head the disability division. Both have 
several years’ insurance experience. 


Ohio A&H Men Line Up 


Sales Congress Speakers 

Ohio Assn. of A&H Underwriters has 
scheduled its annual sales congress and 
business meeting for-May 14 at Colum- 
bus. Among the speakers already lined 
up are A. R. Jacqua of Southern Meth- 
odist university; Jack Wardlaw, North- 
western Mutual Life, Raleigh, N. C., 
and R. L. McMillon, Business Men’s 
Assurance, Abilene. R. W. Bickelhaupt, 
Cincinnati, is association president. 





Prudential Managers Meet 


Prudential’s 118 ordinary manag- 
ers are meeting with home office of- 
ficials on agency management at Edge- 
water Gulf hotel, Biloxi, Miss. Presi- 
dent Carrol M. Shanks heads the home 
office group, which also includes re- 
gional home office men. 





Hear Rogers at St. Louis 

St. Louis Life General Agents & 
Managers Assn. at its March meeting 
heard a talk on “Too Much Insurance” 
by Ronald Rogers, superintendent of 
agencies of North American Life of 
Chicago. 












ceases. 


at death. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





WHILE 
THERE’S 
LIFE... 


“A Star in the West...’ 





... there’s income disability to go with it here 
at Occidental. We've never ceased selling this 
popular rider benefit for which demand never 


We write Income Disability up to $350 per 
month income. Waiting period four — not six 
— months. Protection to age 60 for men, 
55 for women. Pays $10 per $1,000 to age 60 
and $5 thereafter with full insurance benefit 


We write it on Term plans, too. In level Term 
policies, there’s automatic conversion to 
Ordinary Life and continuance of benefits if 
total disability continues past the term period. 


Here’s a benefit that puts more life in your 
life insurance presentation. 









**WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!"’ 
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Industry-Associate Plan 
(CONTINUED FROM PAGE 3) 
his state association gets substantial 
contributions from home offices and 
has never had any of them suggest a 
course of action, even though some- 
times the agents have been directly 
in opposition to the company view- 
point. 

Harold Baird, Northwestern Mutual, 
New York City, said that if all the 
funds contributed by the companies 
were just to promote sales efficiency 
he would go along with the view that 
the agents’ association should stand on 
its own feet, but it is not that simple 
in New York State. The money is not 
for the benefit of the agent. Many 
legislative matters affect the entire 
business and, over and above that, are 
important to the policyholder. 

“Why should the agents pay for that 
out or their own pockets?” he asked. 


fighting the battles of the customers of 
their home offices?” 

Mr. Baird explained that the agents 
have the “grass roots’ contacts and 
can often work much more effectively 
on legislation than the companies 
which are likely to be regarded as “big 
business.” The agent is “little business” 
and can do better than the companies. 
The agents have much more in com- 
mon with the companies than they 
have points of difference, he empha- 
sized. 

“We are concerned with the policy- 
holders’ interest and we say the a- 
gents should not pay the bill,” he 
declared. 

Benjamin D. Salinger, Mutual Bene- 
fit Life, New York City, vice-president 
of the New York State association said 
that postponing action would be taking 
the position that the New York associ- 
ation is completely wrong for further 
delay would seriously hamper the New 
York State association program. 
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A & S SALES SUPERVISOR WANTED 


Well established, Mid-Western Life Insurance Company now entering the 
accident and sickness business has splendid Home Office opportunity for capa- 
ble man under age 40 who is qualified to develop educational and sales promo- 
tion material. Previous supervisory experience with a life company desirable 
since sales activities are to be integrated. Prefer man now located in Ohio, 
Pennsylvania, Indiana or Illinois but will consider others. 


Give detailed statement of experience, education, age, and other pertinent 
data. All replies will be treated confidentially. 


Address Box Y-40, 
National Underwriter 
175 West Jackson Blvd. 
Chicago, Illinois 











EXECUTIVE 
OPENING 


in Home Office of seasoned, 
strong, and aggressive mid- 
western company with in- 
surance in force under 100 
million, writing life and A 
& H 
Looking for man with ex- 
perience in most phases of 
Home Office operation, but 
is now stymied for good 
reasons. Must have good edu- 
cation—some actuarial train- 
ing would help—prefer age 
35 to 45. 
An excellent opening for ca- 
pable man with administrative 
and executive ability. 
Write complete details. Your 
reply will be held in strict 
confidence. 
Address Box Y-38, 
The National Underwriter, 
175 West Jackson Boulevard, 
Chicago, Illinois 








GENERAL AGENCY 
OPPORTUNITIES 
One of the leading legal reserve old-line life 
compani as openi for general agents in 
Des Moines and Sioux City, lowa. Pension plan, 
group insurance, a and top com- 
missions. Write Box Y-l1, The National Under- 











AGENCY DIRECTOR 
WANTED 


an experienced Agency Director or Supervisor 
capable of developing a life insurance field 
force for a Pennsylvania Fraternal, licensed in 
seven States. Strong Financial position. Top com- 
missions; no Agency Contracts outstanding. Un- 
usual opportunity for right man. Write, giving 
qualifications, experience, Fraternal affiliations 
if any, etc. Box Y-25, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 














SUPERVISOR WANTED 


A Chicago Life Insurance Company plan- 
ning expansion needs 2 Field Supervisors. 
Excellent possibilities for future. Require- 
ments: early thirties, married, current resi- 
dence within commuting distance of Loop, 
minimum of 2 years Life selling experience, 
willing to travel part of the time and an 
interest in working with men. Address 
W-88, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 














‘eo Company, 175 W. Jackson Bivd., Chicago 


SECURITIES ANALYST 
An opportunity with a future with a leading 
Southeastern Life Insurance Company. Age 25 
to 40, college graduate, with at least three years 
experience in Corporate and Municipal Bond 
and Stock investments for a life company. Full 
particulars as to qualification and expected 
salary. Address Box Y-31, National Underwriter 
Company, 175 West Jackson Boulevard, Chicago 











4, IMlinois. 





Views on Tax Bill 


(CONTINUED FROM PAGE 3) 

is the prohibition against ordinary life 
policies as investments for employes’ 
trusts. He said that “we are going to 
see what we can do” about getting into 
the code a provision that would con- 
tinue the ruling that Life Insurance 
Assn. of America and American Life 
Convention obtained a few months ago 
that permitted ordinary life policies 
to be purchased to the extent of 50% 
of the funds available for distribution 
in the case of profit-sharing pension 
trusts. The new bill would not only 
negate the ALC-LIA ruling but would 
bar ordinary life policies for all types 
of qualified pension trusts funded by 
individual life insurance policies. 

Mr. Brown lauded the bill’s revision 
of the section 102 provision barring 
unwarranted accumulations of surplus. 
Instead of the burden of proof being 
on the taxpayer to prove the accumu- 
lation is justified, it will be on the 
Treasury to prove it isn’t justified. This 
change should open the way to many 
additional sales, said Mr. Brown. 

Despite many gains, there are some 
setbacks, he conceded. One is the fimi- 
tation of the present complete exemp- 
tion from income taxation of the inter- 
est element in installment payments of 
proceeds. The bill provides an annual 
$500 exemption for a spouse and $250 
each for child and other specified 
classes of beneficiaries. This change is 
one that is going to stick, Mr. Brown 
predicted, as it is something the Treas- 
ury has sought for a long time. But 
perhaps it will be possible, he said, to 
get the $500 raised, maybe to $1,000. 


In the bill there is some broadening 
of section 24 (a) (6) that disallows 
deduction of interest on money bor- 
rowed to pay for single premium life 
insurance policies. The section in the 
present law doesn’t mention annuities, 
hence deferred annuities have been 
used as tax avoidance plan, so the bill 
will extend the ban to annuities. 

The bill also disallows tax exemp- 
tion for money borrowed to pay dis- 
counted premiums for a_ substantial 
number of years in advance. The num- 
ber of years deemed to be “substantial” 
is left up to the Treasury to decide. 
The bill does not pull the rug from 
under the 10-payment bank-loan plan, 
but Mr. Brown said the ways and 
means committee action should serve 
as a warning to companies and agents 
writing bank-loan plans because this 
change was not a measure to increase 
revenue but a rebuke to the bank loan 
practitioners and to the life insurance 
business “for a tax-avoidance scheme 
which it should never have had a part 
in.” 

“Those agents and those companies 
are responsible for this provision,” 
said Mr. Brown. “Writing of 10-pay 
bank-loan plans has got to stop, in 
the interest of the life insurance busi- 
ness.” 

There was widespread applause for 
this sentiment. 

Because of extensive developments, 
particularly on the tax front, since 
the committee wrote its report, Mr. 
Brown moved that the committee be 
authorized to redraft its report. The 
motion passed. 





Montgomery, Levitsky Raised 


Occidental Life of California has 
made two home office group promo- 
tions, Verner L. Montgomery, former 
assistant to the chief group underwrit- 
er, becoming manager of the special 


derwriter, manager of the first year 
underwriting department. 

Both veterans of the last war, Mr, 
Montgomery joined the company in 
1938 and Mr. Levitsky in 1947. 





Wants Disability Units 


in Local Associations 


At the New Orleans mid-year NALU 
rally, Carl Ernst, North American Life 
& Casualty, Minneapolis, said that if 
the disability committee, of which he is 
chairman, is to survive there must be 
a new interest and a changed attitude 
among local associations toward A&H. 
He reported on the disability forum 
held the previous evening. The forum’s 
deliberations were covered in last 
week’s issue. 

Mr. Ernst wanted it made mandatory 
that each local and state association 
have a disability committee. However, 
if was pointed out the local associations 
have autonomy, so the council passed 
as a recommendation this suggestion 
and also a recommendation that the 
disability committee be represented on 
other committees and have represent- 
atives from other committees where 
there could be concurrent interest. 





To Hike Rates in Wis. for 
Blue Cross, Blue Shield 


Wisconsin Blue Cross and Milwau- 
kee Blue Shield on May 1 will raise 
their rates. 

The Blue Cross is instituting a so- 
called coinsurance plan under which 
subscribers will pay 25% of hospital 
bills up to $400, and after that Blue 
Cross will pay the full sum. That is, if 
the bill is $500, the subscriber still will 
pay the 25% deductible on $400 and 
he will collect $400 from Blue Cross, 
There will be small premium increases 
on some of the coinsurance contracts, 
while others will shift the coinsurance 
without any change. If the subscriber 
wants to continue the full benefit, 
there will be a 25% or more increase, 

Blue Cross says the hospital admis- 
sion rate has increased 30% in the last 
three years, and that during 1953 it 
paid an average of $105 for every ad- 
mission. 

The current monthly premium for 
group comprehensive will stay at $4.80 
with coinsurance or will be $6 with- 
out. For single subscribers the $1.80 
charge will be $2.40 without coinsur- 
ance or $1.80 with. 

Subscribers with comprehensive 
conversion and 120 day group con- 
tracts will pay a little more even with 
coinsurance, the family rate going from 
$5.60 to $6.80 without coinsurance or to 
$8.20 with. 

For the majority of subscribers to 
Surgical Care, the medical society plan 
in Milwaukee county, there will be 
premium increases from 90¢ a month 
for single persons to $1, and from $2.50 
a month for families to $3. One of the 
reasons for the increase is an up 
revision in the fees to doctors. Of the 
1953 income of $3% million, 84% % 
went to physicians, 12% to adminis- 
tration and 34%% to reserves. The plan 
limits income to $2,400 a year for 
single subscribers and $4,000 a year for 
families for full benefits. 





Miller Leads N. Y. Life in Feb. 
Edwin H. Miller, Chicago, led New 
York Life’s field force in February 
with $1,010,000 paid for, second place 
going to Charles Anchell, New York 
City, with $415,000. Both are members 
of the Million Dollar Round Table. 





e V. L. Rocerto has been advanced to 
assistant agency director of American 
Home Life of Kansas. 
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To Study Reinsurance Bill 
(CONTINUED FROM PAGE 1) 

upon voluntary insurance provided on 

a self-supporting basis. 

“Most important,” he said, “is the 
necessity to expand as far as possible 
the areas in which insurance is effec- 
tive and to minimize the areas which 
insurance does not reach.” 

Mr. Miller pointed out that about 
100 million citizens have some form 
of insurance against hospital expense, 
more than 75 million have surgical ex- 
pense insurance and nearly 40 million 
have policies providing protection 
against medical expenses. He noted 
that in 1953 benefits ran about $13%4 
billion for hospital, surgical and medi- 
cal, and in addition loss-of-time bene- 
fits were about half a billion dollars. 
He emphasized that insurers are also 
increasing the quality and adequacy of 
their benefits, through liberalization, 
through broadening of insured classes, 
and by development of major medical. 


“How will the reinsurance proposal 
affect this type of experimentation and 
development?” asked Mr. Miller. “The 
principles of reinsurance, as it has 
been known and employed are the 
same as the principles of insurance. 
The difference is that reinsurance pro- 
vides a broader base by pooling the 
resources of two or more companies. 
Reinsurance as a financial device is 
most commonly employed when the 
amount of potential loss on any risk is 
very large. 

“Reinsurance, therefore, does not 
provide a means of making insurable 
what would otherwise by an uninsur- 
able risk. It does not add to the aggre- 
gate resources of the insurers. It does 
not help to sell insurance, nor does it 
reduce the cost of insurance. If our 
citizens are not to labor under a mis- 
understanding, it is essential for them 
to realize that reinsurance is not a 
panacea, and that it does not provide 
additional funds to finance the cost of 
medical care. As has been made clear 
in the presentation of the program, 
voluntary insurance cannot relieve the 
community of the burden of providing 
medical care to the indigent, nor is it 
helpful to those who presently cannot 
qualify for it, and reinsurance does not 
enhance the power of insurance in 
these areas. 


“The reinsurance facilities have been 
proposed with the purpose of extend- 
ing the frontiers of insurance effective- 
ness. The rapid development of A&S 
insurance has, however, been accom- 
plished with little use of the already 
extensive reinsurance facilities avail- 
able to the insurers, and we see no 
evidence that progress would have 
been augmented had reinsurance been 
used to a greater extent. The under- 
writing, or risk-bearing capacity of 
the companies in this business is very 
large. 

“It should be explained that the 
technique of developing new benefits 
or new methods of distribution re- 
quires not only working capital, which 
in this business is adequate, but also 
time for testing. The advances which 
I have noted have been made by offer- 
ing a benefit experimentally and then 
observing the results and making nec- 
essary corrections in rates or under- 
writing methods. Obviously, the oper- 
ation of a new plan must be observed 
for a reasonable period of time before 
conclusions can be drawn and another 
step taken. For these reasons, the com- 
panies which have contributed most to 





velopment of A&S insurance have 
generally made little or no use of those 
reinsurance facilities which have been 
and are available. 

“These considerations raise the ques- 
tion as to the extent to which this new 
type of reinsurance would be employed 
by the insurance companies. From dis- 
cussions with a number of company 
officers, it appears that some have not 
been able to envisage their use of a 
reinsurance facility of this type, while 
others find it difficult to appraise the 
bill without a more definite idea as 
to the precise conditions to be pre- 
scribed by regulation, the level of re- 
insurance premiums and the many 
other details that are not spelled out 
in the bill.” 


Mr. Miller said that in the 19 days 
since the bill’s introduction insurance 
people have been able only to consider 
its general objectives, and to speculate 
on its possible use and effectiveness. 
A number of insurance men, he said, 
have expressed concern on matters 
such as the subsidy inherent in paying 
expenses over the early years, the 
granting of extremely broad discre- 
tionary power to the administrator, 
the seemingly complex problems of 
administration, and what is regarded 
as putting the government into busi- 
ness despite the principle frequently 
expressed by administration spokes- 
men of taking the government out of 
business. 

“There has not been an opportunity 
for the public to become informed con- 
cerning this measure which, of course, 
is intended for its benefit and welfare, 
nor for the public to give any expres- 
sion of its opinion,” Mr. Miller pointed 
out. “We therefore urge that these 
considerations warrant the most care- 
ful study of the measure with adequate 
time for evaluation of its many impli- 
cations and of alternative means of 
accomplishing the worthy objectives.” 


The April issue of Fortune magazine 
carries an article by Daniel Bell, en- 
titled “Scandals in Union Welfare 
Funds.” Mr. Bell principally concerns 
himself with the Central States Team- 
sters fund that was dominated by 
James Hoffa of Detroit last fall. There 
is reviewed in this article the machin- 
ations of setting up the teamsters wel- 
fare fund in Union Casualty & Life 
through the Dorfman agency in Chi- 
cago. 

The subject is handled by Mr. Bell 
in a manner that appears to be object- 
ive on all fronts. He quotes one union 
leader as saying welfare funds may 
be the worst thing that ever happened 
to union leaders. “Few of them are St. 
Anthonys and the temptations are hard 
to resist,” he says. 

Mr. Bell concludes by remarking 
that, actually, “little detailed regula- 
tion is needed. A spotlight of publicity 
will keep any fund up to the mark. If 
each fund were required to publish a 
break down of its administrative costs, 
and each insurance company to publish 
its retentions and specify the commis- 
sions paid, many of the abuses would 
vanish. Moreover, a fund should be 
able to place its business directly with 
an insurance company without com- 
missions being paid. Beyond this, it is 
management’s prime _ responsibility, 
since it is management that bears the 
cost, to see that a fund is run efficient- 
ly.” 





e Plymouth Life of Austin is estab- 
lishing a credit life department under 
Manager S. L. Bellamy. 


Ban in Tax Measure 
(CONTINUED FROM PAGE 1) 

A substantial number of individual- 
policy pension trusts now written are 
built around ordinary life policies plus 
a fund, computed on an actuarially 
sound basis, to convert the policy to 
a retirement income contract at re- 
tirement age. 

Profit-sharing retirement plans are 
also built around ordinary life plans 
except that the supplementary fund is 
built up by the addition of a specified 
share of profits but there is not actu- 
arial formula. These funds would be 
hit especially hard by the tax bill’s 
ban on ordinary life because the very 
nature of profit-sharing funds is that 
they cannot be used to meet large 
fixed commitments like premiums for 
retirement income type policies. 

Incidentally, an article on this sub- 
ject in the March 19 issue of THE Na- 
TIONAL UNDERWRITER indicated that the 
profit-sharing type of retirement plan 
has a limited market. While there ap- 
pear to be fewer cases of this type in 
force than there are individual-policy 
pension trusts without the profit-shar- 
ing feature, the profit-sharing type is 
regarded as having an extremely 
broad market and is one on which 
more and more sales emphasis is being 
placed. 





Phila. Companies Stop 
Withholding City Tax 


PHILADELPHIA—Major Philadel- 
phia life companies plan to discontinue 
withholding the city wage tax of 14% 
for commission-compensated agents. 
Robert Dechert, general counsel of 
Penn Mutual, who represented the 
companies, made the announcement 
at a meeting of life company repre- 
sentatives and city officials. Dep- 
uty city solicitor Shestack was inclined 
to agree that the so-called ‘“independ- 
ent contracts” are not subject to the 
withholding provisions of the income- 
tax ordinance. Mr. Dechert conceded 
that the insurers would probably be 
obliged to supply the city with agents’ 
names and amounts of commissions. 





Say Move to Purchase 


Cal-Western Unsuccessful 


Directors of California-Western 
States Life in a letter to stockholders 
say that the attempt of Western & 
Southern Life to buy a majority of 
outstanding stock at $45 each “has been 
unsuccessful”. The letter states “this is 
a fact which Blyth & Co., broker for 
the buyer, has admitted publicly.” 

Western & Southern’s bid was to be 
open until April 1. 

It is believed that interest in Cal- 
Western stock heightened following 
the death of A. D. King, a former di- 
rector, who owned a big block. 





Westin St. Paul CLU Head 


New president of St. Paul CLU 
chapter is Leslie E. Westin, North- 
western Mutual Life. Z. Willard Fin- 
berg, Great-West Life manager who 
is a candidate for an NALU trustee 
post, is vice-president, and Melvin 
Meyer is secretary. 





Gibraltar Names Hanks 


Gibraltar Life has appointed Wyatt 
Hanks as field superintendent. He will 
have headquarters at Dallas and, under 
W. A. Lewis, agency vice-president, 
will aid in training and supervising 
agents in the field. He has been in in- 
surance since 1945, most recently as an 
agent at Levelland, Tex. 
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A&H Men Want Time this evolutionary process in the de- Seek to Lift ‘Ordinary’ Names Bankers L. & C. 


in $25 Million Suit 


Bankers Life & Casualty, its presi- 
dent John MacArthur, and four other 
Bankers’ officers have been named 
together with numerous other defend- 
ants in a $25 million damage suit filed 
in U. S. district court at Chicago by 
J. H. Hardy of Minot, N. D., on a 
charge of conspiracy to defraud. 

Hardy claims his acquisition over a 
period of 25 years of approximately 
120 hotels and business properties 
worth $15 million, were, as a result of 
conspiracy, “finally and completely 
stripped” from him and he was left 
without any “remote semblance and 
title to any of the 120 properties.” For 
this he wants $15 million, and he is 
asking another $10 million in damages 
for injury to his reputation as a hotel 
owner. 

Mr. MacArthur is quoted in Chicago 
newspapers as saying that Hardy came 
to Bankers L. & C. to seek some loans 
and some mortgages were made. 
Hardy’s wife sued him for divorce in 
Minneapolis in 1952, and charged that 
Hardy had connived with Bankers L. 
& C. to put the properties out of her 
reach. Bankers was named as a de- 
fendant in court in Hennepin county, 
Minn., and there was a _ stipulated 
agreement arrived there under which 
it was ruled that Bankers had nothing 
to do with the affairs of Hardy and 
his wife, and there was a settlement 
under which Bankers took charge of 
some of the hotels and Hardy was left 
with title to the others. 

Hardy still needed money, and he 
went to Texas and got some investors 
there to help him out. Subsequently, 
the Texas people defaulted on their 
payments and Bankers took over the 
rest of the hotels. 





Pru Trophies to Kent, 
Eubank-Henderson 


Prudential’s president’s trophy, 
awarded for outstanding improvement, 
production, expense rate and conserva- 
tion was won by the Chicago agency 
managed until recently by Sidney A. 
Kent, who is now executive director 
of the Chicago regional home office. 

A newly established parallel award 
for brokerage offices was won by the 
Eubank-Henderson agency in New 
York City. 





Mich. State to Add Life 


Broadening of the insurance train- 
ing program at Michigan State College 
was assured for next fall with the 
addition of three more cooperating or- 
ganizations to the list of those spon- 
soring courses at Kellogg Center, ac- 
cording to Carl Strong, insurance co- 
ordinator at the college. An advanced 
life insurance course will be provided 
next fall as a result of the added spon- 
sorship by Michigan Life Agency 
Managers Assn., Michigan State Assn. 
of Life Underwriters, and Michigan 
H&A Assn. 





Set Big Maccabees Meet 


The Maccabees quadriennial con- 
vention to be held this year has been 
scheduled for Sept. 9-10 at the Mor- 
rison hotel, Chicago. This will be the 
first quadriennial convention since 
1925 that has not been held at Detroit. 





Life of Virginia Meet 

Life of Virginia held its agency 
leaders’ convention at New Orleans. 
Qualification is based on production 
and service to policyholders. 
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‘Abuses’ Touch Off 
Wyoming Probe of 
Credit Life, A & H 


Because of “widespread abuses of 
credit insurance” by small loan com- 
panies in Cheyenne, Commissioner Taft 
has launched an investigation of the 
credit life and A&H business in Wyo- 
ming. 

Mr. Taft is quoted in a Wyoming 
Eagle story as saying credit insurance 
is being used to get around a state law 
limiting the interest rate on small 
loans. He states he knows of three 
companies that have permitted agents 
to follow objectionable practices in 
connection with credit coverages. 

One borrower who got a_ small 
amount of money from three loan com- 
panies was sold credit life and A&H 
coverage by each, the premiums total- 
ing about $50. No policies were de- 
livered to the borrower, however, nor 
was he told he had the coverage. 

“It appears that failure to deliver 
policies to borrowers is due to the fact 
that the money lender has a financial 
interest in contingent commissions, 
which he receives providing no claims 
are filed against the policies,’ Mr. Taft 
was quoted as saying. Some lenders 
licensed as agents get an initial com- 
mission of 50% on each policy, plus the 
contingent if no claims are filed, he 
said. 

Another borrower, who during two 
years made nine small loans with one 
lender, ended up with nine credit poli- 
cies, totaling $116 in premiums. He 
actually had no coverage, however, as 
he was five years older than the 
policy age limit, a fact the lender con- 
cealed in arranging for the coverage. 

Mr. Taft plans to attend the NAIC 
credit life and A&H subcommittee 
meeting at Chicago April 26-28. 





Dallas to Houston Switch 


for American Investors 

American Investors Life of Dallas 
has purchased the Sterling building in 
Houston for about $3 million. The com- 
pany plans to move its home office to 
Houston. The 21-story building there 
is air-conditioned, centrally located 
and modernly equipped. 





LAA Southern Roundtable 
to Meet at Nashville 


The southern round table of Life 
Insurance Advertisers Assn. will be 
held May 10-11 at the Hermitage hotel, 
Nashville, Tenn. The executive com- 
—s of LAA also will meet there 
s ay 


Plan B.M.A. Dallas Rally 


Business Men’s Assurance is holding 
a regional sales meeting at Dallas 
April 2 for 50 Texas and Louisiana 
agents. 

J. S. Harp, Dallas manager, and T. J. 
Tomlinson, head of the Shreveport 
branch, will preside over discussions 
on planning, prospecting and special 
selling services. Representing the home 
office will be G. J. Tritch, field man- 
ager; C. R. Moreland, sales assistant; 
W. A. Sims, chief underwriter, and 
Willard Carley, regional supervisor. 





Rappaport Agency Celebrates 


The Rappaport agency of Pacific 
Mutual Life at Chicago held an open 
house celebrating its 15th anniversary, 
completion of its new, larger and mod- 
ern offices and to mark 100 years of 
insurance service by the Rappaport 
family. 

John H. Rappaport, the father, was 





with Pacific Mutual for 22 years. His 
sons’ service with the company totals 
78 years; Earle S. 32, Eugene 24, and 
Leslie F. 18. 

The agency now ranks in first place 
among the company’s 76 agencies in 
new life insurance sales for the year 
to date. In the last six years it has 
been awarded the John Henry Russell 
trophy for being the highest in quali- 
ty production and agency building. 





Insurers’ National 
Ads Listed for April 


Following is the national advertis- 
ing which life companies have re- 
ported for April issues of the publi- 
cations listed. Where no date is indi- 
cated the publication is a monthly 
magazine. 

Bankers Life of Iowa—Better Homes 
& Gardens; Country Gentleman. 

Connecticut General—Harvard Bus- 
iness Review; Newsweek, April 5; 
Time, April 26. 

John Hancock—Life, April 5; Look, 
April 20; Newsweek, April 12; U. S. 
News & World Report, April 9. 

Lincoln National—Better Homes & 
Gardens; Saturday Evening Post, Ap- 
ril 17. 

Massachusetts Mutual—Saturday 
Evening Post, April 10; Time, April 19. 

Metropolitan—American Magazine; 
Business Week, April 10; Collier’s, Ap- 
ril 16; Cosmopolitan; Forbes; Good 
Housekeeping: Ladies’ Home Journal; 
McCall’s; National Geographic; News- 
week, April 12; Saturday Evening Post, 
April 3; Time, April 26; U. S. News & 
World Report, April 2, 30; Woman’s 
Home Companion. 

Mutual of New York—Collier’s, 
April 30; Life, April 26; Newsweek, 
April 12; Saturday Evening Post, April 
17. 

New England Mutual—Business 
Week, April 24; Newsweek, April 12; 
Saturday Evening Post, April 3; Time, 
April 26; U. S. News & World Report, 
April 9. 

New York Life—Business Week, 
April 4; Collier’s, April 16; Country 
Gentleman; Ladies’ Home _ Journal; 
Life, April 19; Look, April 20; Satur- 
day Evening Post, April 24; Successful 
Farming. 

Penn Mutual—Saturday 
Post, April 27. 

Phoenix Mutual—American Home, 
Coronet, New York Times, April 11. 

Security Mutual—New York Times 
Magazine, April 18. 


Evening 





Jobes Associate Counsel 


for Prudential in Florida 


Prudential has appointed William 
H. Jobes associate counsel of the 
South-Central home office at Jack- 
sonville. He joined the company in 
1939 at Newark and has been assistant 
counsel there. 


Blue Cross Gets Rate Hike 


Commissioner Gold has approved a 
17% rate increase and a revision of 
hospital-medical care contracts for 
Hospital Savings Assn., Inc., Chapel 
Hill, N.C. The rates and contracts are 
effective April 15. Most of the revi- 
sions afford additional benefits, but 
there is some reduction in the room 
allowance. 


LIAMA Schools in Cal., Fla. 


LIAMA’s school for district mana- 
gers, now being held at Daytona Beach, 
Fla., is directed by L. W. S. Chapman, 
others on the faculty being Donald 
Bramley, W. O. Cummings, B. W. Huey 
and S. Y. Smith. 

An ordinary school, directed by B. F. 
McEuen, will soon get under way at 
Pasadena. Faculty members include 














Late News Bulletins mea 
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Aetna Life in 1936 and has been associate general agent at New York for two 
years, having previously been assistant general agent and brokerage super. 
visor. Before navy service he was in the group department. He is vice-presj- 
dent of Ohio Wesleyan’s New York City alumni association. The Krebs agen- 
cy led Aetna in 1953 in ordinary and group premium income, new and re. 
newal, with $42 million and was runner-up in face amount of new ordinary 


with $13 million. 


Conn. Group Creditor Lid Now $10,000 


HARTFORD—The Connecticut department has issued an administrative 
regulation increasing to $10,000 per life the top limit on group creditor life in. 
surance that a company may issue. However, the coverage cannot exceed the 
amount owed to the creditor-policyholder if it is less than $10,000. 


New Arizona Insurance Code Signed 


Gov. Pyle has signed the new Arizona insurance code. One of the principal 
provisions is to bring benefit companies under the same provisions of the law 
as other insurers. Benefit companies have been operating under a separate law. 
They now will pay a premium tax of 1%, compared with nothing heretofore, 
and pay a fee for licensing agents, not previously required. These changes 
will provide an estimated $150,000 in the first year of the law which be. 


comes effective Jan. 1. 


Archer in General American St. Louis Post 


George L. Archer, formerly with National Life of Vermont at Springfield, 
Vt., has been appointed a district manager for General American Life at St. 
Louis. Mr. Archer was with National Life for four years and last year paid 
for more than $1 million of life insurance. 


Advance Four at United, Chicago, Home Office — 


Four home office promotions have been made by United of Chicago. A. H, 
Teschke, vice-president and general counsel, was elected a director; Paul W. 
Schwiebert, actuary, becomes a vice-president; Joseph E. Walle was named 
assistant secretary, and John B. Bradfield manager of the mortgage depart- 


ment. 


Mr. Teschke has been with the company for three years. Starting in insurance 
in 1931, Mr. Schwiebert served with Equitable Life of Iowa, Shenandoah Life, 
Country Life of Illinois and the Walter Green consulting actuarial firm at Chi- 
cago before joining United about seven years ago. Mr. Walle went with United 
in 1947, and Mr. Bradfield in 1952 after previous experience with Service 


L. & H. of South Carolina. 








F. M. Peirce, W. H. Whorf and S. C. 
Ferris. Mr. McEuen reported that total 
advance registrations for the nine 
schools to be conducted by LIAMA 
this year have passed the 500 mark. 


McMillan in New Post 


with Mich. Department 


Myron McMillan, formerly with the 
state workmen’s compensation com- 
mission, has been named legal 
aide to Commissioner Navarre of 
the Michigan department. Mr. Mc- 
Millan fills a vacany existing since 
December when Donald Richardson 
resigned the post to enter private 
practice. 








Occidental Raises Stevens, 


Brandt as Assistant Counsel 


Occidental Life of California has ap- 
pointed Norman C. Brandt and Kelly 
H. Stevens assistant counsel. Mr. 
Brandt joined the company in 1950, 
Mr. Stevens in 1952. 





e Prudential has completed arrange- 
ments under which it will purchase an 
18-acre tract in Lincolnwood, Chicago 
suburb, from Ditto, Inc., on which it 
will erect a building, leasing the prop- 
erty back to Ditto for 25-years with 
option to renew. Cost of the project 
is put at $3,250,000. 





CHARLOTTE M. RIGGS, editor of 
the Patriot, John Hancock’s district 
agency magazine, died at her home 
after a long illness. She joined Han- 
cock in 1942 as a copywriter after hav- 
ing been on the advertising staff of the 
Gilchrist department store in Boston. 


Washington Parley 
Attracts 100 Actuaries 


The Middle Atlantic and South East- 
ern Actuarial Clubs met jointly at 
Washington, with more than 100 mem- 
bers attending. Co-chairmen were 
James M. Woolery, Occidental Life of 
North Carolina, and Russell L. Wag- 
ner, National L&A. 

Following welcoming remarks by 
Lloyd K. Crippen, Acacia Mutual, the 
problems confronting a company en- 
tering the group field were discussed 
by a panel comprised of J. L. Kirk- 
patrick, Southern Life of Georgia; 
Richard J. Jones, Pilot Life, and Ray 
D. Albright, Provident L.&A. 

Other speakers were Richard C. 
Guest, Massachusetts Mutual, presi- 
dent of Society of Actuaries; Robert 
G. Taylor, Institute of Life Insurance; 
Robert J. Myers, social security ad- 
ministration; Hillary Fisher, Liberty 
Life, and Ernest Steele, Peninsular 
Life. 

Mr. Guest reviewed briefly certain 
court decisions concerning legislation 
and regulations of an extra-territorial 
nature. Apparently, he said, a state 
may justify exercise of extra-territor- 
ial jurisdiction over a company, not 
only on the basis of solvency, but also 
as to almost any activity which affects 
the interests of the citizens of the reg- 
ulating state. 





Texas Convention Is June 24-26 

Texas Assn. of Life Underwriters 
will hold its annual convention at Aus- 
tin June 24-26. 





























= 
WHEN YOU SELL ultual Lyd 


you can be certain that 
your prospects gain 
it-Mailels <-teMel>h ache 
tage of... 





@ LOW NET COSTS 
@ FLEXIBLE SETTLEMENT OPTIONS 
@ NET LEVEL PREMIUM RESERVES 
@ A STRONG SURPLUS 


Mutual Trust has been 
soundly and economically 
managed for the benefit 
of its policyholders on a 
purely mutual basis dur- 
ing its nearly 50 years of 
service with a strong 
general agency force 
operating in a stable 


PROFITABLE FIELD OPPORTUNITIES AVAILABLE 
Write to the Agency Secretary 


territory. 
@ 


Cal., Conn., ta., Ill, Ind., army 

Mass., Me., Mich., Minn., 

N. H., N. J., N. ¥., N. D., dual Jou 

Ohio, Pa., R. |., Vt., Wash., 

- LIFE INSURANCE CO. 
: 135 South LaSalle St., Chicago 


@ Qualified underwriters are entitled to a 
modern compensation plan that places 
emphasis on training and underwriting 
skill. We have such a plan. 


@ Underwriters of quality business should be 
adequately compensated. Our contract 
provides for payment of a bonus to our 
representatives who earn the National 
Quality Award. 


@ Our policyowners are entitled to continu- 
ous service, and our representatives are 
entitled to adequate compensation for per- 
forming this service. Our contract pro- 
vides an important and liberal lifetime fee 
for such service. For more information, 





Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 





































































when you 
see 
this sign.... 





it’s time to talk 


He's reached a happy moment in his life. He’s bought a 
new home. He’s ready to listen to MASTERPLAN. 


John is 28, married and has three children. He wants 

to be sure his family will always have this home... 
whether he lives or dies. He buys a $10,000 policy 

that adequately covers the mortgage balance. 

John's premium is $308.70. Home payments are out of 
the way after twenty years, so John stops paying both on 
his mortgage and his MASTERPLAN. Both his home and 

his $10,000 Insurance Estate require no further deposits. 
The years go by. At age 65 he has built-up an impressive 
cash fund of $9800, (including dividends) for which he 
paid $6174. He has had $10,000 of insurance 
protection for 37 years, plus a 59% cash profit—or he 
can have an annual income of $740.40 for life. 

He’s had home protection for his family ... cash available 
for emergencies... and security for the future—all in 

one completely comprehensive and flexible MASTERPLAN. 





Extraordinary case? ...NO! Exceptional benefits? ... 
YES! and these are just a few of the many unique 
\ features in MASTERPLAN—a Complete Insurance 
Program wrapped-up in one simple, easy to sell package. 


, For further information, write Frank Vesser, Vice President 
“te General American Life 
one of the nation’s leading mutual legal reserve companies 

ST. LOUIS, MO, Copyright 1954 





NORTH 
AMERICAN 
REASSURANCE 
COMPANY 
LIFE 


and 


ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 
© 
ARCHIBALD H. McAULAY, President 


161 EAST 42nd STREET 
NEW YORK 17, N. Y. 








































































the man 
who cares about 
children... 


There’s hardly a man who doesn’t 







have a “soft spot” in his heart for 






children. But the life insurance agent 






has an unusual opportunity to take 






an active part in showing that he cares 
about the future of the children 
in his community . . . showing that he 







has their interest at heart. 






As a life insurance agent, he 
demonstrates his interest in a concrete, 






vital way. When he has written a 






policy for the man with a family, 






he is “‘caring”’ for his client’s children 






. .. helping safeguard their future 






welfare and happiness. 






By helping families to plan and provide 





for this security, the Life Underwriter 






proves he is a man who cares. 


Provident Mutual Life insurance Company 


OF PHILADELPHIA, PENNSYLVANIA 


Pree 






